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Insurance Institute 
Annual Conference 
Held In New York 


Further Progress in Educational 
Work Is Outlined; Sec’y Falls 
Retiring From Insurance 


REELECT CREWE PRESIDENT 


Other Officers and Governors Con- 
tinue; Wm. T. Clarke Receives 
Edward Rochie Hardy Prize 


In the field of property and casualty. 


Insurance Institute of 
is the only body which 


insurance the 
America, Inc., 
prepares a syllabus of comprehensive 
courses in insurance education, makes 
them available to organized classes, study 
groups and correspondence students, pre- 
pares examination papers and awards a 
certificate of merit for successful per- 
Falls, 
secretary-treasurer, declared at the an- 
nual conference held at the Hotel Plaza 
in New York City on Tuesday. The at- 
tendance at this meeting, largest in a 
decade, attested to the keen support 
given to students in educational work 
by their company executives. 

L. E. Falls Retires 

This was the final report of Mr. Falls, 
who retired as secretary-treasurer at 
this meeting and who is also retiring 
from insurance after 44 years in the 
business as a company executive and 
educator. Before joining the Insurance 
Institute he served many years with the 
American of Newark, leaving that com- 
pany as a vice president. He is also a 
former president of the Institute. No 
successor to Mr. Falls was selected this 
week but the Institute offices in New 
York City will continue to function as 
heretofore until a new secretary has been 
chosen. Mr, Falls is leaving New York 
to live on his farm in the Piedmont sec- 
tion of North Carolina. : 

Rexford Crewe, manager production 
department in New York of the Hart- 
ford Accident & Indemnity, was _ re- 
elected president of the Institute. Also 
elected as vice presidents are John A. 
Diemand, president, Insurance Co. of 
North America, and Richard V. Good- 
win, first vice president, Fireman’s Fund 
Indemnity, New York. 

Reelected as governors were Frank 
Dorsey, vice president, Fidelity & Guar- 
anty, Baltimore; A. T. Graham, Carolan 
and Graham, Chicago; Harold P. Jack- 
son, president, Bankers Indemnity, New- 
ark; James Madden, second vice 
president, Metropolitan Life, New York; 

(Continued on Page 28) 
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This Was the Year America Celebrated 
the First Coast-to-Coast Telephone Service 


Alexander Graham Bell's voice was carried over 3,000 miles when he 
inaugurated the New York to San Francisco telephone service. 


Progress was made in another field in 1915 when the Safeguard Insurance 
Company of New York and the London & Lancashire Indemnity Company 
of America began servicing policyholders as members of the “L & L Group”. 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY © LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK e STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fire Department) * LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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Changes in Ways 


Just beyond the suburbs of one of the great eastern cities auto- 
mobile drivers along the main highway have been seeing some fine 


herds of beef cattle grazing. 
was shipping half-grow 
quick-reaching di 


One of the famous western ranches 
rs East to fatten them up within 
yt w.g-city markets. This was a new enter- 


prise in mark «ting and a large sign along the highway acquainted 


the passing public with what was going on. 


New ideas are creating new enterprises in every part of the 


country. 


The question is: 


Are you aware of what is going on in 


the way of new enterprises in your territory and have these enter- 


prises been present long enough to get a steady footing? 


The answer is that where there are new enterprises there are 
new prospects. Changing conditions bring about new markets, and 


where there are new markets conditions change. 


And then there 


are changes in ways of earning a living. This brings added reasons 


“for both personal and business insurance 


and new opportunities 


for alert underwriters. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 











INSURANCE 


on 


INSURAN 





$5.00 a Year; 25c. per Copy 





Colonial’s Directors 
Run Campaign Drive 
As Teams’ Captains 


White’ Sulphur Springs Convention 
Hears of Novel Production 
Effort 


TO HONOR HEPPENHEIMER 


Company Launches. Expansion Pro- 
gram; To Enlarge General 
Agency Plant 


W. Va.—The 


annual field convention of the Colonial 


White Sulphur Springs, 


Life was in session at the Greenbrier 
Hotel here this week, attended by over 
150 managers, field managers and agents 


who qualified. On the dais when Presi- 


dent Net! B. Evans arose to make 
the welcOming talk to the field men were 
most of the company’s directors. It was 
the first Colonial convention that Eric G. 
Johnson, newly elected vice president in 
charge of agencies, has attended. The 
directors present were Frederick G. Bau- 
mann, George R. Beach, John C. Conklin, 
President Evans, Duncan M. Findlay, W. 
R. Gannon, Chairman Ernest J. Heppen- 
heimer, Wm. C. Heppenheimer, Jr., Jacob 
Kraus, Jr., R. D. Nelson, George F. Per- 
kins, Paul R. Scheerer, M. A. Sullivan, 
Ridley Watts. 

In telling of the company’s progress 
Mr. Evans especially commented on un- 
usually large percentage gains which 
have been made since the first of the 
year. He then announced a special sales 
productive effort which was a novelty. 
The board of directors, he said, had 
voted unanimously that this campaign, 
which will be made retroactive to Sep- 
tember 3, 1951, and will continue through 
December 28, 1951, “will be sponsored 
and guided by members of the board of 
directors, exclusive of officer members 
of the board.” Furthermore, “each board 
member will be placed in personal super- 
vision of a team made up of specific 
branches selected according to size, loca- 
tion and past performance.” 

Honor Judge Heppenheimer 

Each director was called upon to draw 
from a box an envelope containing the 
cities and towns of whose production the 
director would represent as captain of 
his team. This all-out four months’ sales 
effort will be in honor of the chairman 
of the board and founder of the com- 
pany—Judge Ernest J. Heppenheimer. 

Judge Heppenheimer is the last sur- 
viving member of the original founders 
of the company. He was its first secre- 
tary, then served as vice president, and 
later was elected president, occupying 
that post for 37 years. Because of the 
heavy demands over-taxing his health, 
Judge Heppenheimer retired from the 
presidency on March 4, 1943, and became 


(Continued on Page 12) 
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For Dick Williams 


the future wasnt lost, 


(% 






ostponed 


f pee LAST THING Ed Nichols had expected to get 
mixed up in was a square dance. But here he 
was swinging lovely young Patsy Stevenson. ‘This 
is fun,’’ Ed puffed. 


“*You’re the best one on the floor, Mr. Nichols,” 
she said, and then she spun off and Ed found him- 
self swinging Martha Williams. “It’s a great party, 
Martha.” 


“Thank you, Ed. Everybody seems to be hav- 
ing fun. I’m almost having a good time myself.” 


“It’s better if you do, Martha. It’ll make it a 
little easier, maybe.” He glanced at Martha’s son, 
Dick, who was now dancing with Patsy —and look- 
ing as if he were having the best time of all. Good 
boy, Ed thought. Here he was about to go into 
service and ... well, he was a swell kid. 


ame 


A few minutes later Ed was standing on the 
sidelines sipping a cool drink and resting. 


“Having a good time, Mr. Nichols?” some- 
body said. It was Dick Williams. 


“Yes, I am, Dick.”? He paused a second. “I 
had hoped that I’d be seeing you off to college at 
about this time but. . .” 


“Uncle Sam comes first, Mr. Nichols. But 
Ill be back before you know it . . . and heading 
for college as Dad and you planned.” 


“T hope you will, son. Soon!’”” Ed remembered 
how Dick’s dad had talked about the boy’s future 
and how he, as New York Life agent, had helped 
Dick’s dad give those plans definite form. When 
Dick was ten, his father had died, leaving the boy 
proud memories and enough life insurance to see 
him and his mother through the years ahead. 


“T want you to know, Mr. Nichols, that this 
whole thing isa lot easier for me, knowing that Mom 
will have everything she needs while I’m away.” 


“Mrs. Nichols and I will look in on her often, 
Dick.” 

*“‘Thanks,” the boy said simply. “‘And before 
you know it, we’ll throw another party—after I’m 
back from service and on my way to college.” Dick 
shook hands. “‘Now, if you’ll excuse me, I want to 
find Patsy Stevenson. I have something important 
to say to her...” 

Ed watched the boy and girl going out the 
side door. ‘“‘Great kid,’’ he said to himself. ‘“This 
country’s got a great future as long as it has kids 
like that.” 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


Naturally, names used in this story are fictitious. 
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C. E. Cleeton, NALU President, Sees 


Compensation as Paramount Issue 


The National Association of Life Un- 
derwriters regards agents’ compensation 
as a paramount issue and the associa- 
tion’s proposed revision of Section 213 
of the New York insurance law was “one 
of the most important developments in 
our business today” and the primary ob- 
jective of that body at this time, was the 
statement of Charles E. Cleeton, newly 
elected president of NALU, in an ad- 
dress prepared for delivery before the 
American Life Convention at Toronto 
this week. The talk was considered the 
first full and frank declaration of 
NALU’s position on compensation given 
directly to the companies. 

Mr. Cleeton first outlined NALU’s ob- 
jections to Section 213, which he ex- 
plained affects compensation of agents 
all over the country, among these objec- 
tions being: The law is incomprehensible 
to all but a few; the general agency and 
managerial offices do not fare equally 
well either at the individual level or the 
agents are accorded un- 
under the limits pro- 


company level; 
equal treatment; 
vided a company cannot allow as much 
commission as it might desire and might 
be permissible and the limits give dis- 
proportionate weight as between old and 
new business; no provision for dealing 
with the problem of the new agent; re- 
quires agent to pay for his own pension 
and other benefits; limits agent to in- 
adequate compensation. 


Why Compensation Should Be Higher 


“We submit,” said Mr. Cleeton, “that 
the life underwriter of today should 
benefit by the proposed liberalizations 
of the law on the grounds, first, that 
his job is more complex and he is worth 
more commissions and more earnings; 
second, that like all others in these in- 
flationary days, his dollars buy less and 
he needs and is entitled to increases on 
that account. We believe that dollar in- 
come should be so adjusted that the man 
who continues to make the same con- 
tributions to the good of society which 
he made ten years ago will be able to 
enjoy approximately the same standard 
of living. The job is worth more because 
of its ever-increasing demands. 

“Our final point is the frank admission 
that any increase in agents’ earnings 
may push upward correspondingly the 
cost of life insurance. But this calls for 
two comments: First, why not? The 
price of almost all other commodities and 
services has been materially increased 
to allow for higher costs per man-hour. 
Second, even so, it is conceivable that 
increased agents’ earnings would not re- 
flect increased costs to the policyholders. 

“To deal with the first point, we freely 
acknowledge without apology that the 
proposed new law may serve to increase 
the cost of life insurance. But so long 
as we do not price ourselves out of the 
market—and assuredly we do not want 
that, and_assuredly there is no danger 
of that—we certainly do not think this 
is any conclusive argument against the 
proposed liberalization. 


Increased Cost Not Inevitable 


“But, finally, it is not conclusively cer- 
tain that an increase in agents’ earnings 
would bring about an increase in life 
insurance costs. If it does, the increase 
permitted by the proposed law will not 
be great, and I remind you that any in- 
creased cost growing out of increased 
compensation will be spread over the life 
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of the policy. I also believe that any 
such increase might readily be offset by 
nominal improvements in mortality, or 
by inconsequential increases in interest 
earnings on our invested reserves. 

“But you and I as life insurance men 
know that it is often possible to decrease 
the over-all cost of operation by increas- 
ing a subordinate cost or even by intro- 
ducing a new one. For example, you and 
I know that when the average firm, of 
whatever line of endeavor, introduces a 
new pension plan, thus increasing its 
costs by (typically) anywhere from 6% 
to 10% of its pavroll, it usually brings 
about improvements in morale, prod- 
uctivity, and turnover, resulting in ac- 
tual decreases in the unit costs of the 
firm. 

“If improved agents’ earnings, grow- 
ing out of liberalization of the New 
York law, could bring about improve- 
ments in agent turnover, the results in 
reduced wastage might well offset the 
increased commissions, and the results 
might even be an actual decrease in cost 
to the policyholder. If improved agent 
turnover would serve to decrease policy 
lapse rates, as is generally considered 
probable, the resultant savings in wast- 
age might far more than offset the in- 
creased commissions, and the _ results 
might be not increased but decreased 
cost to the policyholder. 

“And so, although we freely acknowl- 
edge that the proposed bill might in- 
crease the cost of life insurance, and de- 
fend any such increase as right and 
proper, we cannot refrain from ending 
this dissertation on the note that such 
an increased subordinate cost might con- 
ceivably bring about a decreased over-all 
cost to the policyholder. 

“In conclusion, let me say that we con- 
sider the matter of the revision of Sec- 
tion 213 to be the most important ques- 
tion on the life insurance horizon today. 
We hope that this discussion may have 
re-awakened your own interest in the 
question and that we may have gained a 
greater measure of your moral support 
than we might heretofore have enjoyed. 
We realize that there are essentially 
three different views on the question— 
the viewpoint of the field force, of the 
company, and of the Insurance Depart- 
ment. But we believe also that in the 
long haul, the views of all must be sub- 
stantially identical and not in conflict, 
because all three desire to serve the 
public.” 





Frazar B. Wilde, New ALC Pres., 


Long Prominent in Insurance Groups 


Frazar B. Wilde, president of Connec- 
ticut General Life, was elected president 
of American Life Convention at the an- 
nual meeting at the Royal York Hotel, 
Toronto, this week. A native of Boston, 
Mr. Wilde came to Hartford and joined 
Connecticut General shortly before 
World War I, in which he served as a 
first lieutenant in France. Returning to 
the company in 1919, he became an audi- 
tor and then joined the Claim Depart- 
ment. From this point on his progress 
in the company was rapid. He became 


head of the Claim Department, then of 
the Accident Department, next of the 
Group Department, and then of the 


Agency Department becoming succes- 
sively secretary of the company and in 
1932 vice president. Four years later, at 
the age of 41, he was chosen president. 

Mr. Wilde has been continuously ac- 
tive in various organizations and associa- 
tions of the insurance business since 
1926 when he worked with others in a 
reorganization of the Accident and 
Health Bureau. He was prominent in 
the formation of the Institute of Life 
Insurance and has since served that or- 
ganization in numerous capacities. He 
has been a member of the executive 
committee of the American Life Con- 
vention since 1946, and has been active 
on many other ALC and joint ALC and 
Life Insurance Association of America 
committees. During the past year he 
has served as chairman of the ALC pro- 
gram committee and as a member of the 
joint inflation control committee. He is 
a director of the Life Insurance Medical 
Research Fund and chairman of the East- 
ern Insurance Committee of the Volun- 
tary Credit Restraint Program. 

On the national scene Mr. Wilde is a 
trustee of the Committee for Economic 
Development and has served as an ad- 
visor in real estate matters to the Federal 
Reserve Board. 

Apart from 


business responsibilities, 
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Mr. Wilde has given his time and ef- 
forts freely as a citizen in his community 
He was a member of the finance com- 
mittee of West Hartford and was chair- 
man during the depression years of the 
30’s. He was among those who helped 
organize, for the City of Hartford, the 
Governmental Research Institute, whose 
purpose was to assist the city’s govern- 
ment and citizens in problems of munici- 
pal efficiency, and he is a director of that 
organization. Its first manager was 
later chosen to head a similar Connecti- 
cut Public Expenditure Council. Mr. 
Wilde is also a trustee of the Hartford- 
Connecticut Trust Company. 


Zimmerman Sees Great Opportunity 


The desire of the American people for 
security has not lessened in the past 
decade, although the percentage of in- 
come dollars going into life insurance 
has decreased, said Charles J. Zimmer- 
man, managing director of Agency Man- 
agement Association, to the Agency Sec- 
tion of ALC. People are still putting about 
744% of their income into various forms 
of personal security, he added, but there 
has been a very marked shift in the 
growth of certain types of personal in- 
surance. 

“We know that national income has 
increased 167% from 1940 to 1949, while 
disposable personal income has increased 
149%. Life insurance premium income, 
however, has only increased 73% from 
1940 to 1949. Where has the growth oc- 
curred? Here are some of the figures: 
Accident and health premiums have in- 
creased 235% in the past decade; Hos- 
pitalization and medical care premiums 
have increased 1572%; Expenditures to 
retirement pension funds have increased 
352%; and Social Security and other 
payments to government have increased 
markedly.” 

Mr. Zimmerman concluded by reaffirm- 
ing that life insurance has a great op- 
portunity, and by offering ten sugges- 
tions for the life insurance business if it 
is to continue to have its share of the 
people’s investment in security. They 
are: 

“Life insurance has to be kept invio- 
late. Our business is one of trusteeship. 
In the public interest, we cannot afford 





to condone any questionable practices by 
anyone. This places a tremendous re: 
sponsibility on state regulation of life 
insurance as well as on top management. 

“Life insurance must be kept competi- 
tive with other forms of savings and 
with other forms of insurance. Life in- 
surance must serve the entire market. It 
must be responsive to public needs and 
desires. We must give the public the 
kind of coverage it wants and the method 
of premium payment it wants. 

“We must be imaginative in developing 
present uses and originating new uses 
for life insurance. We must constantly 
study and improve our distribution sys- 
tem. 

“Life insurance must capitalize on its 
strengths, such as wide ownership of life 
insurance; the four million dollars in 
benefit payments going out in 1951; the 
public benefits accruing from life insur- 
ance investments in such things as home 
mortgages, business and housing develop- 
ments; and in the prompt and equitable 
payment of accident and sickness claims 
by life companies. 

“We must keep the public informed on 
the importance of life insurance in our 
economic and social structure. We must 
stand for those things which are right 
and oppose vigorously those things which 
are wrong. Life insurance companies and 
their representatives have an obligation 
to be courageous citizens and to be 
unselfish in the national interest. We 
must constantly improve the character 
and quality of our agency forces 
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C.G. Taylor, Metropolitan President, 
Champions Cause of Small Companies 


“There will always be, as long as we 
continue to be a free and independent 
people, an opportunity for new com- 
panies as our economy expands, and 
as our population increases,” Charles G. 
Taylor, Jr., president of Metropolitan 
Life, told the American Life Convention 
at its annual meeting in Toronto this 
week. As president of the largest life 
insurance company, Mr. Taylor cham- 
pioned the cause of the small company 
saying, “Everyone who is interested in 
the welfare of the life insurance business 
today must also be interested in the 
sound growth of young companies and 
in an increase in the number of com- 
panies as well as in the volume of busi- 


” 


ness. 
Great Service of ALC to Life Insurance 


As a past president of ALC and former 
actuary and assistant manager of the 
old Association of Life Insurance Presi- 
dents, Mr. Taylor has been close to the 
development of the convention over the 
years and gave an interesting and in- 
formative resume of its important in- 
fluence on the business. At the end of 
1900 there were only 77 legal reserve 
companies in the United States, 48% 
of them located in New England and the 
Middle Atlantic States. By 1905, when 
ALC was organized, the number was 
132. There are now more than 500 legal 
reserve companies in the United States. 

Mr. Taylor told of the importance 
of the early executive sessions when 
problems were threshed out on a frank 
and friendly basis. “Very early in the 
lusty growth of these new companies,” 
said Mr. Taylor, “there developed a 
particularly complicated troublesome 
situation resulting from the fact that 
most of these younger companies neces- 
sarily followed the Modified Preliminary 
Term method of valuation, while the 
older companies were on the full legal 
reserve basis. It was not unusual in those 
days for competing agents—and com- 
petition was rugged and sometimes ruth- 
less as in many other lines of business— 
to meet the competition of these younger 
companies with the statement to a pros- 
pect: ‘That company could not be 
licensed to do business in the home 
state of my company.’ It was often a 
devastating observation. 

“It was fortunate that in both the 
American Life Convention and the then 
Association of Life Insurance Presidents, 
which was organized in the following 
year, there were men of good will who 
were anxious to remove this obstacle to 
good will among the life companies. 
Through their efforts it was made pos- 
sible for the younger companies de- 
pendent upon the Modified Preliminary 
Term method of valuation to get a start, 
to avoid this competitive situation by the 
recognition ultimately in all states of 
the Modified Preliminary Term valuation. 
It took time, and effort, and patience 
to bring the matter to a successful con- 
clusion. Without the influence and per- 
sistence of the American Life Conven- 
tion as an organization this problem 
might not have been solved at all, and 
certainly not as early as it was. 

“Now we have the Standard Valuation 
and Nonforfeiture law (which as respects 
valuation is just another version of the 
Modified Preliminary Term method) in 
very nearly uniform legislation through- 
out the United States. In the formulation 
of this legislation also, the American 
Life Convention representatives played 
an important part. 

“The Convention companies grew 
slowly at first, not rapidly as young 
children do; but this growth was sound. 
In 1907, its 42 members had in force 
$600,000,000 of insurance, which was, how- 
ever, only 4.3% of the total legal reserve 


business of $14,000,000,000. As we look 


at our figures in the light of present 
totals, we wonder how we could have 
taken ourselves so seriously then. By 
1920 there were 136 member companies 
representing about 19% of the insurance 
in force; and by the end of 1942, before 
the large companies were admitted, 
there were 173 companies, representing 
43% of the business in force. Now since 
the epochal step above referred to, the 
Convention represents 98% of the life 
insurance in force with legal reserve 
companies in the United States. 


Some of Its Valuable Services 


“In addition to aiding in the solution 
of the problem of the Modified Pre- 
liminary Term method of valuation, an- 
other great service of the American Life 
Convention was to the underwriting de- 
partments of these young companies. It 
organized its own impairment exchange 
because the rules of the then existing 
exchange would not permit many of the 
Convention’s member companies to be- 
come members. 

“An impairment service is an invalu- 
able and indispensible aid to sound un- 
derwriting, and the American Life Con- 
vention officers and executive committee 
never lost sight of an opportunity to 
present the reasons why the younger 
companies should be the beneficiaries of 
this larger service. By 1922, the American 
Life Convention had impressed upon the 
business the worthwhileness of these 
member companies so that their merit 
was recognized by the larger exchange 
and the companies were permitted to 
have a service of great value and lasting 


~ 
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benefit to them and to the business as 
a whole upon certification by the Ameri- 
can Life Convention. Again this hap- 
pened because there was an American 
Life Convention conscious of the needs 
of these smaller and younger companies 
and ever active to further these interests. 

“The early organization of the legal 
and medical sections of the convention 
proved to be of tremendous value in 
bringing together for the discussion of 
common problems these two groups of 
specialists. 

“Not many of the member companies 
in those days had full time general 
counsel or full time medical directors. 
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The sharing of common experiences and 
the broadening knowledge of the busi- 
ness on the part of these specialists that 
resulted from the activities of these sec- 
tions was another outstanding contribu- 
tion of the convention. 

“The agency section and the invest- 
ment seminar were later additions to 
the convention’s complement of valuable 
services. The investment seminar is the 
only opportunity for the officers of life 
insurance companies to engage in a 
course of study which has been valuable 
to the investment officers of many com- 
panies. j 

“The development of the law digest 
and the dissemination of tax informa- 
tion were other services vital to those 
young companies, yet difficult to achieve 
by those doing business in a small group 
of states with the same thoroughness 
that was possible on the part of the 
convention. 


Local Work in States 


“The representation of the convention 
through its state vice presidents and 
other company officials in the various 
states brought home to local authorities 
their interest in life insurance problems, 
and thus made for saner attitudes on 
the part of the public and for a sympa- 
thetic attitude by local legislative bodies 
interested in the development of the 
companies in their respective states. It 
would be impossible to evaluate properly 
the tremendous influence upon the whole 
business, a well as its value to member 
companies, of this grass roots approach 
of the American Life Convention to 
problems of public importance. 

“The American Life Convention was 
from the beginning an advocate of state 
supervision. It is undoubtedly true that 
under any system of nation-wide regula- 
tion there would not have been that 
sympathetic understanding of local prob- 
lems and sympathetic encouragement of 
local companies which has accompanied 
the continuation of state supervision. We 
must be vigilant to see that state super- 
vision is continued and is strengthened 
as the years go on. Anyone who is 
interested in the development of new 
life insurance companies and is anxious 
that there be no such concentration 
of the business that is so often the 
object of public criticism must be con- 
scious always that but for state super- 
vision we would not have the number of 
companies that are in the business today” 


Hear Commissioner Sullivan 


Just as the boundary between the 
United States and Canada is an almost 
invisible line serving merely to indicate 
limits of political jurisdiction and having 
but little significance with respect to 
economic and social philosophies, just so 
has the line of demarcation between 
the National Association of Insurance 
Commissioners and the Association of 
Superintendents of Insurance of the 
Provinces of Canada been one of proce- 
dure rather than purpose, Frank Sulli- 
van, president of National Association of 
Insurance Commissioners and Insurance 
Commissioner of Kansas, told American 
Life Convention. 

“Our two groups have worked side 
by side in their forward looking attempts 
to better the system of insurance in the 
United States and Canada. In this way, 
each has contributed its part in making 
life better for the people of both coun- 
tries,” he said. 

Commissioner Sullivan then went on 
to say “we are faced on all sides with 
evidences of centralization of control in 
many different fields, including insurance. 
Emergencies, actual and created, are 
used by those who advocate centraliza- 
tion of power. However, centralization of 
control is not necessarily the answer to 
the emergencies we face today. State 
supervision has demonstrated this by 
meeting emergency problems in the in- 
surance business in a very positive and 
creditable manner. 
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Policyholder 1s Mainstay of Economy, 
Cecil Woods Tells ALC at Toronto 


The life insurance policyholder is be- 
coming increasingly conscious of his 
place in the economy and especially of 
the heavy taxes put upon his thrift, Cecil 
Woods told the American Life Conven- 
tion meeting this week in Toronto in his 
address as president of the convention. 
Mr. Woods is president of Volunteer 
State Life of Chattanooga. 

“First, [| would say he is giving, and 
rightfully so, more consideration to his 
government,” said Mr. Woods. “He is 
conscious of the ever increasing tax bur- 
den upon his shoulders. He knows that 
he and every man, woman and child in 
the United States paid last year to 
Federal, state and local governments an 
average of $360. This figure has doubled 
in the short span of eight years. Of this 
total 70% goes to the Federal Govern- 
ment. More than this, his family’s part 
of the Federal debt amounts to $6,786 as 
against $1,165 in 1939 and $571 in 1929. 
It is very natural for him to ask “W ong 
am I receiving in return?’ ‘What do I 
have a right to expect from the admin- 
istrators of the vast sums collected from 
me and my fellow citizens?’ 

“Of one thing we can be sure. He is 
willing to pay his full share of the cost 
of defense. Just as he did in the two 
World Wars, he accepts the staggering 
financial demands of building and main- 
taining our Defense Forces. He asks 
only that these sums be wisely spent. 


Wants Better Government 


“While he knows the complexities of 
government by agencies, he feels that 
he is justified in expecting better man- 
agement in the administration of these 
agencies. He questions the many waste- 
ful practices which surround him daily. 
He wants them eliminated, and espe- 
cially when he and all others are paying 
the stupendous costs of arming for de- 
fense. 

“He is deeply concerned about the 
value of the dollar he has labored to 
earn and save. He asks that every branch 
of his government plan and take the 
steps necessary for its preservation. His 
whole family security program was cre- 
ated with full trust in the maintenance 
of its value. He grew to manhood with 
confidence in the value of the dollar. 
He wants to keep this confidence. He 
wants his country to keep it and the 
world to keep it. He is willing to make 
sacrifices toward that end. He expects 
his government to exercise the fore- 
sight and courage to do likewise. 

“Ts he asking too much when he asks 
that unselfish and statesmanlike jeader- 
ship prevail in the decisions of our gov- 
ernment? The challenge of the day and 
the hour demands courageous leadership 
at home and abroad. This average citi- 
zen feels with deep conviction that the 
time for petty partisan politics is past. 
He looks for wise and courageous men 
in high places. He yet believes in the 
law of common sense to solve common 
problems. He is ready and willing to 
support and follow and honest, cour- 
ageous policy at home and in our for- 
eign relations. 

“He knows of the responsibilities car- 
ried by those directing the destinies of 
our two governments. He is patient and 
sympathetic with the complexities of 
their problems. But he knows also that 
half of the world looks to them for 
guidance; that men with clear eyes upon 
the compass and strong hands at the 
rudder must steer our ship of state. 

“As our policyholder has been called 
upon to support the expenditures of his 
government through constantly increas- 
ing taxation, he has continued to set 
aside a very ‘substantial part of his earn- 
ings for the welfare state of his own 
creation. The part he has invested in 


life insurance is of ever increasing im- 
portance to him and his family. 
ok to Agent and Company 

“As he has become a better informed 
member of the vast family of life insur- 
ance owners, his interest in how his 
business is being conducted has steadily 
increased. He looks to our field man, 
his economic adviser, to show him the 
way. He expects, and rightfully so, that 
the man we send to him is well grounded 
in the knowledge of life insurance con- 
tracts and services. He demands that 
this adviser be scrupulously honest and 
unselfish in his desire to aid him in the 
solution of his problem. He welcomes 
the better trained man we have been 
sending him year after year. 


“With the realization that our field 


man is the representative of our busi- 
ness, that he is our ambassador of sales 
and service, I believe that life insurance 
management should make every effort 
toward professionalizing our field or- 
ganization to the highest possible degree. 
We must send to the buying public, 
which has placed such tremendous con- 
fidence in us, men in whom we our- 
selves place both pride and confidence. 
It is the job of management to aid our 
agency leaders to the fullest extent in 
this public relations phase of our busi- 
ness. 

“In addition, our policyholder expects 
economical management in every de- 
partment of company operations. 
Through the confidence he places in us 
he almost takes this for granted. We 
in turn must carefully scrutinize the 
rising expenses of operating our com- 
panies during these times. Every effort 
must be made to hold them in check 
wherever possible. We must practice 
what we preach, looking, of course, to- 
ward rendering complete service at all 
times to the policyholder.” 


Robert L. Hogg’s Annual Report 


It becomes the problem of the govern- 
ment to sustain the preparedness pro- 
gram with the least possible dislocation 
of our economy, Robert L. Hogg, execu- 
tive vice president and general counsel 
of American Life Convention told the 
general session of the convention in To- 
ronto this week. This is but another way 
of saying that there must be controls 
over the individual, he added, but they 
must be kept at a minimum. 

“Probably the most important source 
of our present controls is the attempt 
to curb inflation,” he said. “This sub- 
ject is of foremost interest to the life 
insurance business. ... We are respon- 
sible to the purchasers of life insurance 
to do everything in our power to pre- 
serve the purchasing power of every 
dollar of insurance proceeds. Long be- 
fore the Korean incident, the life insur- 
ance business was very aggressive in 
pointing out to the public the dangers of 
inflation and means of curbing it. The 
life insurance business has been one of 
the leading exponents of the principle 
that inflation is largely a matter of the 
expansion of credit. The American Life 
Convention and the Life Insurance As- 
sociation of America have done more 
than merely render lip service to this 
program to curb inflation. Nine months 
ago the two organizations prepared and 
presented to Congress a_ well-defined 
statement as to the causes of inflation 
and some of the suggested remedies,” 
Mr. Hogg asserted. 

“Our business has been in the fore- 
front of other institutional investors in 
cooperating with the Federal Government 
through its Federal Reserve Board in 


that there should be no 
extension of credit if it has an infla- 
tionary tendency,” Mr. Hogg said. “Our 
member companies are fully advised as 
to what the business has been doing in 
this particular field. It will be a con- 
tinuing program which will demand the 
attention and cooperation of the jcompa- 
nies for many months to come.’ 

Mr. Hogg then pointed out that in 
spite of the tremendous growth of the 
life insurance business in the past 14 
years, the expansion of the federal pro- 
gram of social security and all of its 
present and future ramifications has 
practically forced private life insurance 
business to take a back seat. He gave 
the total amount of life insurance in 
force (as quoted from Actuarial Study 
#31 of the Social Security division of 
the Federal Security Agency) under the 
old age and survivors program and in the 
Veterans Administration as $233 billion; 
and the total for private life insurance 


as $244 billion. 


Government Competition 


seeing to it 


“Assuredly we are in competition with 
government, and on a most unfavorable 
basis,” Mr. Hogg said. “Social security 
long left the poorhouse category. It has 
gone across the tracks and is very effec- 
tively competing with private enterprise. 
Under a program of educating the public 
as to ‘its rights’ under social security, 
private insurance is taking a_ terrific 
chastisement, if not directly, at least in- 
directly. Under the label of educating 
the public, insurance does not have the 

facilities of promoting this propaganda 
as do the exponents of social security 
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Mr. Hogg concluded: “At practically 
every one of our annual meetings, some- 
one comments upon the fact that every- 
thing that affects the American economy 
affects life insurance. By that same 
token, if we follow the things that affect 
our economy, we are going to follow 
about every legislative activity. Com- 
mencing with the turn of the century, 
we have seen a consistent change in the 
attitude of the federal toward the state 
governments. By a system of rewards 
and punishment, the federal government 
has invaded about every phase of state 
sovereignty. The so-called grant-in-aid 
have given the federal government 
undisputed control of entirely too many 


state functions. With the grant-in-aid 
principal the federal government has 
about taken over from the states com- 


plete control over many phases of edu- 
cation, highway construction, conserva- 
tion and the like. It is an ingenious de- 


vice. Then came the penalty idea devel- 
oped by the unemployment insurance 
part of the social security program. 


Under it, the federal government said 
we will tax you 3% on your payroll, but 
it your state will do certain things and 
enact certain tax laws, we will credit 
your tax liability with what you pay the 
state. The picture was complete. The 
reward was forthcoming for following 
federal dictates. There was reward for 
doing, and penalty for failure to do what 
was desired by the federal government. 
There is no wonder, then, that every 
vestige of power today to do the things 
that affect our economy, rests in the 
federal government. The basic interests 
of life insurance are accordingly wound 
up in the policies at the federal! level 
This prompts me again to say that the 


importance of our relations with the 
federal government are not going to 
diminish. They are going to increase. 


Like every business, our real problems 
ahead of us are at the federal level.” 
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B.T. Holmes New Society of Actuaries Society of Actuaries Discussion To 
Go More Into A. & H. Insurance 


Head, Long Prominent in Organizations 


Benjamin Thomas Holmes, vice presi- 
dent and actuary, Confederation Life As- 
Toronto, who was. elected 
Actuaries at 


sociation, 
president of the Society of 
its international meeting Toronto, has 
been no many important committees in 
the scientific side of the business. A 
graduate of Jarvis Collegiate Institute, 
where he majored in commerce and fi- 





Ashley & Crippen 
BENJAMIN THOMAS HOLMES 


nance, he had an Edward Blake Scholar- 
ship in mathematics when he entered 
University College, University of Tor- 
onto. In summers he worked in the ac- 
tuarial departments of the Canada Life 
and the Crown Life and for Honorable 
Vincent Massey during the 1925 electoral 
campaign. 

Mr. Holmes’ association with the Con- 
federation Life started in 1925 in the 
mathematical section, and he was _ pro- 
moted to associate 
1932, becoming 


He was made vice president and ac- 


actuary in January, 
actuary in February, 1939. 
tuary in 1950. His major jobs with the 
Confederation have been with rate books, 
dividend declarations and _ revision of 
policy plans. He has served on many 
committees of the Canadian Association 
of Actuaries and also took part in study 
circles for actuarial students. With the 
old Actuarial Society of 
American Institute of Actuaries he was 


America and 
on the joint education and examination 
committee, press committee; served as 
chairman of the committee on syllabus. 
In 1945 he was a member of the board of 
governors of the American Institute of 
Actuaries. 


Was in World War II 


With the Canadian Life Insurance 
Officers Association his committees in- 
cluded one drafting “co-insurance provi- 
sions” in 1938 and was also on the com- 
mittees on war mortality, government 
annuities and on the special committee 
on a proposed history of life insurance 
in Canada. Upon merging of the two 
actuarial associations in 1949 he was 
elected a vice president. 

Two papers he has presented before 
actuarial bodies are: “Derivation of the 
Central Difference Formulas” and “The 
Effect of a Change in the Interest Rate 
on Life Insurance Premiums.” He is an 


associate of the British Institute of Ac- 
tuaries and in 1948 attended the cen- 
tenary assembly of that body in London. 

In November, 1942, he enlisted in the 
40th H. A. A. Battery, and was dis- 
charged from the service in the summer 
of 1945, when he was with the Pacific 
force. He is married and has two daugh- 
ters, Marjory, 18 and Janet, 12. His 
hobbies are small scale farming, small 
musical instruments and_ Hellenistic 
Greek. He is a deacon in the Park Road 
3aptist Church and has taught boys’ 
Sunday schools for many years and is 
a member of the board of Upper Canada 
Bible Society. 


MADE ASSISTANT MANAGER 

Clifford B. Proctor has been appointed 
assistant manager of the Arkansas agency 
of The Prudential at Little Rock. Herbert 
W. Tinson, manager, said Mr. Froctor will 
have charge of recruiting, training and su- 
pervising agents for the Prudential’s 
Arkansas insurance operations. Mr. Proc- 
tor has been with Prudential since 1931 
and served 20 years in Boston. 


The Society of Actuaries meeting in 
Toronto recently elected Benjamin T. 
Holmes, vice president and actuary of 
Confederation Life Association, as presi- 
dent succeeding Valentine Howell, ex- 
ecutive vice president and actuary of 
the Prudential, as told in The Eastern 
Underwriter last week. One of the sub- 
jects that was widely discussed was the 
new “catastrophe” medical expense insur- 
ance. It was the sentiment of the gath- 
ering that more attention should be 
given by the society in future meetings 
to the whole accident and health insur- 
ance field. 

A paper by Alan M. Thaler, assistant 


actuary of the Prudential, on “Group 
Major Medical Expense Insurance” 
brought out broad discussion. 

Mr. Thaler explained, “catastrophe 


coverage,” provides protection against 
substantial expenses arising from hos- 
pital care, surgery, nursing care, medical 
supplies, etc. It is designed to pay as 
much as $5,000 in benefits in cannection 
with an illness. In order to keep the 
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cost within reasonable limits, the plan 
does not cover a certain “deductible 
amount” of expenses. One new idea de- 
veloped is that of a deductible amount 
which applies to the expenses of an en- 
tire family rather than just ot those of 
each separate illness. On expenses in 
excess of the deductible amount, the plan 
usually pays 80% of the bills’ and the 
individual pays the remaining 20%, Mr. 
Thaler stated in explaining the benefits. 

A detailed survey was made of the 
medical expenses of over 5,000 families, 
covering a period of several years, in or- 
der to obtain suitable statistics for a 
rate basis. The survey confirmed the 
fact that medical expenses of persons in 
the higher income groups are much 
greater than for those in the middle in- 
come groups. This was also true within 
age groupings. Furthermore it revealed 
a wide range in expense by territorial 
region. For example, a plan costing $3 
a month in the Northeast developed a 
cost of approximately $4 in the West, 
$2 in the South and about $2.50 in the 
North Central area. The cost of this 
form of coverage rises very sharply with 
increase in age. Depending on_ the 
amount of initial deductible, the cost of 
a plan for a person age 65 may be any- 
where from 6 to 10 times as much as 
that of a person age 35, he said. 

In his paper Mr. Thaler stressed the 
importance of experimentation with 
plans providing broader benefits and the 
need for insurance companies, employ- 
ers, doctors and hospitals to work to- 
gether to make such plans successful. 


Discussion on Accident & Health 


W. V. B. Hart, associate actuary, Con- 
necticut General, said that the personal 
accident and health business had not re- 
ceived the attention it deserved from 
either the Society of Actuaries or the 
Casualty Actuarial Society. He felt the 
society ‘should logically include this topic 
in its field, in cooperation with the Casu- 
alty Actuarial Society and Bureau of Ac- 
cident and Health Underwriters. 

H. R. Lawson, vice president and ac- 
tuary Massachusetts Protective, felt that 
the interest of the members of the so- 
ciety should be the controlling factor, 
and that the increasing attention to this 
branch of the business warranted its in- 
clusion. He welcomed the entry of new 
companies to the field, but sounded a 
note of warning to them that precipitate 
action and competition might lead to 
heavy losses. He pointed out some dif- 
ferences between sickness and life insur- 
ance discussions, and that morbidity rates 
are more a function of economic condi- 
tions than of health and are greatly af- 
fected by policy provisions, underw riting 
and claim practices, etc. He stressed the 
need for careful interpretation of pub- 
lished data and for full knowledge of 
the practices underlying the data. 

J. Lyons, second vice president 
Guardian Life, argued for inclusion of 
accident and health insurance as being 
personal insurance and of increasing in- 
terest to life agents and companies, and 
felt that the business would benefit from 
thorough analysis by life actuaries. 

ae. fe Moorhead, executive vice presi- 
dent United States Life, believed that 
the increasingly divergent views on the 
subject between life and casualty compa- 
nies warranted its inclusion. 

R. G. Stagg, president Northwestern 
National, differed from the preceding 
speakers, in that he believed it was pret- 
erable to encourage the Casualty Ac- 
tuarial Society to cover the subject more 
adequately, since the life actuaries had a 
sufficiently broad agenda already. He 
noted that inclusion of this subject in 
the society’s examinations might other- 
wise be necessary. 

H. R. Bassford, vice president and 
chief actuary Metropolitan Life, ex- 
pressed the view that life actuaries had 


(Continued on Page 35) 
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Interest Rates Made by Government, 
Not Life Companies, Howell Shows 


Interest rates are controlled by the 
government through the Federal Reserve 
system and are not made by life insur- 
ance companies, Valentine Howell told 
the Society of Actuaries at its annual 
meeting in Toronto last week in his ad- 
dress as president of that organization. 
He was answering a statement made by 
A. A. Berle in a talk before the Life In- 
surance Association of America who said 
company executives were in a position 
to determine interest rates in the United 
States. Mr. Howell is executive vice 
president and actuary of the Prudential. 

“Interest rates are determined, like 
other prices, by supply and demand,” Mr. 
Howell declared. If the supply of funds 
for loan purposes remains constant, an 
increasing demand for such funds has 
the effect of raising the interest rate. 
But when the supply of money and 
credit can be expanded indefinitely by 
the government, as at present, the sup- 
ply can always be made to exceed the 
Then competition 
and 


demand for money. 
for available investments develops, 
the interest rate starts downwards. 
How Interest Rates Are Made 
“The principal method by which 
controls the supply of 
money, and hence the interest rate, is 
through the operations of the Federal 


Open Market Committee. When the 
Federal Reserve banks buy government 
securities in the open market, they pay 
for them in cash or bank credit. This 
payment is available to the seller for 
other investments. But the government 
bonds bought by the reserve banks also 
form the basis of further credits or of 
currency issues and this new money com- 
petes with the old to drive down the 
interest rate. Also, if new government 
issues are not marketable because the 
coupon rate is too low, they will be 
taken up by the reserve banks and still 
more currency or credit will result. 
“Thus, as long as there are govern- 
ment securities for the Federal Reserve 
banks to buy, and as long as the Fed- 
eral Reserve banks can continue to print 
their own money—and at present there 
is no practical limit to either of these 
factors—the Federal Government can set 
the interest rate at whatever figure it 
chooses. The administration might ex- 
periment with an interest rate of zero. 
This, I assume, would be equivalent to 
issuing legal tender money directly. I 
don’t know that the issue of printing 
press money is unthinkable i in the United 
States. Perhaps it is just a socially 
undesirable habit. It is like the man 
who brings his own poker chips to the 
party. Nobody seems to be hurt by it 
—until the time comes to settle up. 
“How do the life insurance companies 
get into the picture? In the first place 
they constitute large accumulations of 
capital. According to Mr. Berle, they are 
growing faster than the rest of the econ- 
omy. Actually, they are not. Savings, 
other than life insurance, have increased 
at a faster rate over the past twenty 


the 


government 


years than have the assets of the life 
insurance companies. Also, over the same 
period, the big insurance companies have 
lagged somewhat behind the others in 
growth. 


Situation of Life Companies 


“But without respect to size, all in- 
vestors, including the heads of savings 
institutions and insurance companies, de- 
sire higher interest rates and are appre- 
hensive of continued inflation. Their re- 
actions will norma’ly all be alike because 


VALENTINE HOWELL 


they are all governed by the same mo- 
tives. They will, therefore, do their best 
to persuade the administration of the 
wisdom of financing the present defense 
effort on an interest basis higher than 
244%. They will point out that financial 
conditions today are the antithesis of 
those at the outset of World War II. 
They will point out that interest rates 
can be held down to 24%4% only by in- 
creasing the supply of money; and that 
such an increase under present condi- 
tions would be inflationary. They will 
point out that those living in whole or 
in part on investment incomes are the 
forgotten men and women, bedevilled by 
lower incomes and prices twice as high 
as those at the beginning of World War 
II. In a word, they will ask the admin- 
istration to permit the interest rate to 
rise to a point somewhere between the 
level it is now seeking, and the inflexible 
2%4% at which it has been maintained. 

“But where is the compulsion on the 
part of the life insurance executives? 
Where is that ‘control’ that Mr. Berle 
speaks about? Suppose, in spite of the 
so-called economic power of the compa- 
nies, the administration had decided to 
maintain the 2%4% long-term rate 
through continued purchases of its 242% 
bonds at par. In such case the companies 
and other institutional investors would 
sell government bonds to the Federal 
Reserve banks and invest the proceeds 
at more attractive rates. But the bonds 
coming into the reserve banks 





would doubled during the 


immediately form the basis of addi- 
tional funds seeking investment. These 
funds would inject new money into the 
economy in addition to the normal sup- 
ply of investment funds. In the result- 
ing competition for available invest- 
ments, the long-term rate would inevit- 
ably drop to a rate based on the 24% 
government rate basis. Also, because of 
the increase in the supply of credit, an 
inflationary impulse would be generated. 


Policyholders in the Picture 


“Thus in the long run, policyholders 
would get less interest to offset further 
inflated company expenses, and the cost 
of insurance would be increased. In 
addition, the real value of insurance poli- 
cies would be decreased by inflation. 

“Because of the ultimate harm to their 
policyholders and because of the infla- 
tionary danger to the nation as a whole, 
insurance men have urged that govern- 
ment support of bond prices should be 
withdrawn and that new financing 
should be on a more realistic basis. The 
government, convinced that the move 
was a wise one, has been temporarily 
won over. Let us hope that it doesn’t 
have a change of heart. 

“T spoke of the policyholders. That is 
one subject conspicuously absent in Mr. 

3erle’s discussion. He points out that 
whatever they do, there can be no 
chance for the insurance executives to 


acquire really big money. What then, 
he asks, motivates these men? What 
are they after? It doesn’t seem to 


have occurred to him that the primary 
concern of the insurance executive is the 
obvious one of responsibility to the 
policyholders. He discusses at length 
the effect of 1% increase in the interest 
rate. He shows that, because of this in- 
crease, the home owner will pay more 
for his home and the factory owner will 
have lower earnings from his business. 
3ut how about those 83 million obnox- 
ious capitalists who own life insurance 
policies ? 


“Company interest earnings have de- 
creased from about 5% to around 3% 
over the last twenty-odd years. That is 


a decrease of 2%. The day of the 5% 
interest rate may be gone forever. But 
even an additional 1% over present rates 
would mean $640 million dollars more 
every year in dividends to policyholders. 
If the net rate went to 4%4%, the policy- 
holders would be a billion dollars a year 
to the good. A billion dollars a year 
is still a lot of money. Just for a basis 
of comparison, it is enough to pay the 
entire bill for medical care insurance 
coverage issued by all private carriers, 
including Blue Cross and Blue Shield. 
Actually, if earned, it would go to in- 
crease life insurance dividends and de- 
crease the cost of life insurance. 


Spokane CLU’s Elect 


Lyle H. Funnell, manager of Mutual 
Life of New York has been elected 
president of Spokane chapter of CLU. 
Mr. Funnell, native of lows graduated 
from Huron College, Huron, S. D., be- 
fore entering the insurance business in 
1933. He has been associated with Mu- 
tual Life since 1938. 

Karl K. Krogue, 
Men’s Assurance, 
dent; Thomas R. 
Connecticut Mutual 
treasurer. Directors include Robert K. 
Powers, Massachusetts Mutual; Gordon 
Hockaday, Equitable Society. The mem- 
bership of the Spokane chapter has been 
past year. 


manager of Business 
was elected vice presi- 
Carey, manager of 
Life, was named 
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Management Responsibility for Field 
Force, as Seen by E. M. McConney 


Executive responsibility goes beyond 
economical, efficient management and 
the payment of proceeds when due and 
extends to the field forces who in the 
first place have created the trusts in 
the form of life insurance, E. M. Mc- 
Conney, president of Bankers Life Co., 
told the American Life Convention at 
its meeting in Toronto this week. “They 
preach to the public the doctrine of 
responsibility to family and nation and 
persuade it to place funds in our keep- 
ing,” he said. “They make our character 
for us in the eves of the public and we 
cannot expect confidence if they do not 
command respect. 

“We can take pride in the field forces 
who, by their understanding of human 
needs and their persuasiveness, have al- 
ready created and placed in our care 
these trusts of people who have had 
visions of families kept together, of the 
happy sunset days of life, of enterprises 
continued in a free nation,” continued 
Mr. McConney. 

“Our sense of responsibility for their 


accomplishments, however, has varied 


widely over the years. In past years a 
business made its reputation and was 
iudged primarily ... one might almost 


say solely . .. by the value and in- 
tegrity of its product. Little attention 
was paid to those who sold the product. 
This was true of life insurance selling. 
We, too, have had a period in which we 
only cursed the darkness. A period in 
which few or no attempts were made to 


1 


select, train or lead the field forces. 
New View Toward Field Force 

“Now the whole concept of a business 
has undergone a fundamental change. 
There are new philosophies abroad. We 
must now look, not only at our product, 
but at ourselves in relationship to so- 
ciety as a whole and also in relationship 
to government. In the forefront of that 
concept is a new light on our field forces. 

‘The field force is not a mere market- 
ing body. It is the main medium of our 
public relations, in the forefront in the 
battle for free enterprise. It is the visi- 
ble evidence of competition. Our coun- 
try abhors somnolence and is apt to bury 
it before its death. There must be wide- 
awake free competition if there is to be 
free enterprise. 

‘The company does not want in a field 
force people who do not have a basic 
aptitude for selling and_ intelligence 
enough to thoroughly analyze human 
needs for life insurance. We have no 
moral right to use any portion of any- 
one’s precious years of active life in an 
occupation into which he does not fit 
with profit and personal satisfaction. 

“The professional salesman, too, se 
lects. He comes into this field because 
he wants to more than anything else 
and because he is genuinely interested 
in his work. He has high hopes of help 
ing to fill the economic needs of policy 
owners and thus of the nation and he 
wants to be thoroughly trained and 
properly led.” 

Professional Field the Foundation 

Mr. McConney went on to say that 
upon professional men as_ foundation 
stones “our structure can be built to last 
into the years ahead; it must be built 
on them.” If western civilization is to 
survive in today’s world it “must put the 
maximum of goods and services of op- 
timum quality into the hands of the 
maximum number of people at minimum 
cost.” Life insurance must have that 
goal in selling and servicing an expand- 
ing number of contracts at lower costs; 
investing its funds in national enterprises 
it has a vital long- range interest in the 
productivity of the entire economy. 

Increasingly large organizations are a 
part of the “mass production” plan in 


our civilization, and life insurance com- 
panies are no exception, said Mr. Mc- 
Conney. Growth brings a sharp increase 
in decentralized management and in the 
dispersion of authorities. At the same 
time, there is a technical optimum point 
in such subdivision beyond which costs 
begin to rise again instead of continuing 
to decline. 

“How then are we to pursue the eco- 
nomic goal of still lower costs beyond 
that technical point and, at the same 
time, continue to grow?” he asked. “The 
answer lies in pooled ideas and judg- 
ments based on freedom to suggest, to 
cooperate and to act. Again, we logically 
come to the conclusion that such an 
answer means there must be intelligence, 
training and experience in order to pro- 
duce worthwhile ideas and cooperation.” 


Cummings on Distribution Trends 


Ten current trends in the distribution 
of life insurance were reviewed before 
the agency section of the American Life 
Convention in Toronto this week by 
Harold J. Cummings, president, Minne- 
sota Mutual Life, St. Paul. All ten of 
them had already been studied by his 
listeners, who during the summer had 
been asked to vote on the ones they 
thought most important. 

In the order in which the members 
of the convention’s agency section con- 
sidered the most important, the trends 
were—miass selling; increase in the cost 
of life insurance; government compe- 
tition; the decreasing value of the dol- 
lar; increasing volume of term insur- 
ance; inter-company competition in war 
clauses ; more responsiveness to the 
needs of the public; the trend to branch 
offices from general agencies; the great- 
er agency department voice in company 


Careful Selection Key to High 
Public Regard Says J. G. Parker 


More careful selection of life insurance 
agents during the past 25 years has very 
definitely resulted in a more extensive 
and better informed service to the gen- 
eral public, John G. Parker, president of 
Impericé al Life of Canada, Toronto, told 
the agency section of the American Life 
Convention at the Toronto meeting this 
week. This betterment in service to the 
public, he added, has created a better- 
ment in public opinion, not only of the 
soeway of life insurance but in appre- 

iation of the field representative. 

In addition to better selection, Mr. 
Parker said, the improved situation of 
life insurance in Canada is also due to 
the training plans which the companies 
have instituted. These have added to the 
prestige of the men and have widened 
the scope of service which they have 
been able to render to the public. 

ha insurance must still be sold,” 
Mr. Parker told his listeners; “we must 
still go out and find our clients and sell 
our product to these clients, but it is im- 
measurably easier to gain access to those 
clients, to gain their confidence, to gain 
the information necessary to give proper 
service, than it was in former years. 
Indeed there is no comparision as to 
the regard which the general public now 
has for the life insurance representa- 
tives as compared with over 45 years 
ago, when I started in business. 

Complexity of Laws 

“A very important part of the serv- 
ice of the life underwriter arises from 
the complexity of our laws governing 

ill types of business—laws governing in- 
come taxes, ks ate and gift taxes and the 
laws governing life insurance itself. He 
must have full knowledge of these to 
give sound and proper advice to clients 
in arranging their estates and in apply- 
ing life insurance as a solution to vary- 
ing business situations. The diversity of 
income and annuity settlements offers 
another broad field of service requiring 
expert knowledge in many related mat- 
ters in regard to the settlement of es- 
tates. The life underwriter with this 
l:nowledge and giving such service is in 
a very true sense a professional man.” 

The life insurance representative for- 
merly selling strictly ordinary individual 
policies will in future more and more 
want to be reasonably informed on group 
insurance, Mr. Parker declared. Even 
ns an individual only sells an occasional 
‘ase of this type—in the life casualty 
fields or in group pension and pension 
trusts—it can add substantially to his 
income. And his entree and prestige 
with his own clients, Mr. Parker added, 
should enable him to secure such busi- 


ness if he is reasonably informed in re- 
gard to it; there is no reason why he 
should let it all go to the so-called 
specialists. 

Mr. Parker discussed some of the 
problems faced by the insurance business 
and the individual agent in the group 
field. “It would seem good business to 
me,” he said, “for top management in life 
insurance not only to applaud the fine 
totals of group business but to look 
closely into the sales methods, rate set- 
ting procedures and the whole basis of 
operation of this business within the 
company and within the industry. Ordi- 
nary business still produces the great 
proportion of our company’s premium 
income and will likely do so for many 
years. Let us be sure that our group de- 
partments are thoroughly imbued with the 
same philosophy of sound methods, fair 
competition and complete frankness with 
the public which has built this high 
public confidence in our institution over 
the past 100 years.” 


Millard Bartels Discusses 
War-Caused Catastrophe 


The attitude of state regulation 
toward war-caused catastrophe does not 
seem to jibe with federal thinking, Mil- 
lard Bartels, vice president and general 
counsel of the Travelers, told the Legal 
Section of ALC 

Discussing some of the legal problems 
which would arise from atomic bombing 
of the U. S. mainland, Mr. Bartels said 
that the state governments acting 
through the National Association of In- 
surance Commissioners appear to be in 
favor of compelling the assumption of 
catastrophe war losses by life insurance 
companies. He described a December, 
1950 report adopted by the Commission- 
ers setting forth recommended principles 
which do not allow for the exclusion 
of civilian risks within the home area 
or catastrophe losses as such. 

Contrasted with this report, Mr. 
Bartels pointed out, were views pre- 
sented in Washington this summer by 
Elmer B. Staats, assistant director of 
the Bureau of Budget in connection with 
a Senate bill introduced by Senator 
Frear, which if enacted would be entitled 
the “War Disaster Act of 1951.” Among 
the assumptions made by Mr. Staats, 
Mr. Bartels said, is that resources of 
peacetime insurance and compensation 
systems cannot meet the needs of the 
situation in case of atomic bombing. He 
expressed the opinion, Mr. Bartels added, 
that war risk cannot be spread in ac- 


decisions and the increase in the num- 
ber of companies in America. 

“It would be trite to say that manage- 
ment should be alert to these trends and 
should influence and guide them in every 
possible way,” Mr. Cummings said, “but 
it is difficult not to get lost in adminis- 
trative, investment or other problems, 
Because of limitations in physical energy 
and in time, we tend naturally to look at 
our production records and persistency 
ratios—then figure that anything more 
is the agency head’s worry. But the 
duty of guiding or of at least trying to 
influence trends that emanate, perhaps 
from within the business itself, perhaps 
from more potent sources outside, can 
hardly be delegated to the agency de- 
partment and forgotten. 

‘There are trends today which—unless 
controlled—may in the future strike at 
the very heart of our business. Govern- 
ment encroachment on our market could 
after all become such a threat. Trends 
in the field of education, tending to de- 
stroy the principle of individual effort 
and thrift which built this great country 
and without which it cannot survive, may 
well be another. 

“As never before alert leadership is 
needed. And the greatest business in 
the world with the most human of inter- 
ests surely has a profound obligation to 
supply its share of such leadership—to 
look beyond today’s managerial problems 
and take an active part, individually and 
collectively, in helping to guide those 
basic trends which will in the years 
ahead not only determine the future of 
our business but the economic and social 
character of the people of this country 
as well.” 





“Common Disaster” Cases 


Discussed by A. H. Jeffery 


Careful planning will avoid most of 
the legal problems arising from cases 
of “common disaster,” where life insur- 
ance policyholders and their beneficiaries 
die simultaneously or within a_ short 
time of each other, Alexander H. Jeffery, 
M.P., told the legal section of the 
American Life Convention in Toronto 
this week. 

In a technical discussion of legislation 
and court decisions in Canada, the United 
States and England in cases of common 
disaster, Mr. Jeffery, counsel for the 
London Life Insurance Company, said 
that the important thing is to acquaint 
the insured with all aspects of the situa- 
tion and, having ascertained his inten- 
tions in the light of the various con- 
tingencies, make certain that those 
wishes are carried out as far as careful 
planning will permit. The judicious use 
of postponement clauses and optional 
modes of settlement, he said, will get 
over most of the pitfalls. 





cordance with insurance principles by 
private insurers or by government itself 
and that some Federal assistance is nec- 
essary to insulate private insurance from 
the imponderable liabilities of warfare in 
order to protect peacetime beneficiaries. 

A federal plan to relieve insurers from 
war-caused catastrophe, Mr. Bartels said, 
would in all probability be held consti- 
tutional. The Constitution, he pointed 
out, gives authority to Congress to de- 
termine policy as to war, defense, com- 
merce, finance, currency, bankruptcy and 
general w elfare. “There is ample 
precedent that it may prohibit or in- 
validate in whole or in part contracts 
interfering with its policy and that such 
action will not be struck down under 
the due process clause. Insurance con- 
tracts do not fall in a special category; 
certainly they exert a substantial effect 
upon interstate. commerce, currency and 
finance, Without a war clause they might 
influence unfavorably the Nation’s ability 
to finance war and the post-war national 
welfare.” 
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4 N. Parker Discusses 
Amer. Service Bureau 


IT HAS FORTY BRANCH OFFICES 


Bureau President Hopes Its Branch 
Office System Will Extend to 
Canada; His ALC Talk 


In his report to the American Life 
Convention Lee N. Parker, president, 
American Service Bureau—the 3lst 
American Service Bureau report—said 
that during the past year all of the 
principal life and accident reports of the 
Bureau have undergone revision, more 
effectively to cover the military status 
of applicants in the younger age groups 
and in an effort to report more accur- 
ately habits data of all ages. A new 
form has been drawn up or a special 
service undertaken at the instance of 
and better to serve individual companies 
or to answer special needs of a depart- 
ment here and there. The past conven- 
tion year has brought to the bureau the 
broadest patronage it has had. The in- 
spection of applicants for life and acci- 
dent insurance still comprises more than 
80% of the bureau’s total income while 
inspections of claims, agents, medical ex- 
aminers, borrowers and personnel con- 
tribute an important and increasing part 
of the bureau’s revenue. Although limit- 
ing its service, with minor exceptions, to 
life and accident insurance companies 
the bureau, through its system of 40 
branch offices, serves a total of more 
than 1,800 individual accounts—manvy 
small ones but others in substantial 
amounts. 

Comments on Inspection Reports 


“Inspec tion reports still have important 
place in the fundamental selection which 
all life and accident insurance companies 
must make in their decisions leading to 
quality development and growth,” said 
Mr. Parker. “This bureau was estab- 
lished for and has grown solely through 
the supplying of inspection data for se- 
lection of risks, agents, examiners and 
borrowers and the consideration of 
claimants by American Life Convention 
companies. It would like to serve all 
member companies more broadly. 

“Unfortunately, as it seems to be, our 
bureau does not maintain a branch office 
system throughout the great Dominion 
of Canada. It is my hope that this or- 
ganization may in a not too distant fu- 
ture undertake such a program. i 

Mr. Parker specially praised the work 
of R. R. MacKenzie and M. B. Ceder- 
strom, the vice presidents of the bureau, 
(both of whom were at the Toronto 
meeting), and other members of the or- 
ganization. 


Dudley Porter, Jr., Talk 
At Legal Section of ALC 


The clearly wt Re general rule is 
that in the absence of a statute, where 
a policy of life insurance is payable to 
the estate of the insured, or to the ex- 
ecutors or administrators of the insured, 
the insured may make a valid oral as- 
signment of the policy, Dudley Porter, 
Jr., associate general counsel, Provident 
Life and Accident, said before the legal 
section of the American Life Convention 
in Toronto. 

“It should be observed that whether 
or not a particular oral assignment will 
be upheld depends on the application of 
rules of equity,” Mr. Porter said. “Hence 
the facts in a narticular case—that is, the 
basic right and wrong of the matter, 
are more important than technical 
niceties of contract construction.” 

Speaking on who is entitled to demand 
and receive the proceeds of a life in- 
surance policy, Mr. Porter reviewed a 
number of cases and discussed in detail 
the validity of oral assignments and 
change of beneficiary where the first 
beneficiary claims vested rights. 


Section Officers Elected 


W. R. Jenkins, vice president, North- 
western National, was elected chairman 
of the Agents’ Section, and Perry Car- 
ter, vice president, Travelers, was elected 
secretary. 

In the Legal Section, Donald Taylor, 
general counsel, Sun Life of Can: ida, was 
elected chairman, and Millard Bartels, 
general counsel, Travelers, was elected 
secretary. 


Irving V. Brunstrom Views 
On Life Company Taxes 


The greatest danger in the whole field 
of life insurance company taxes is the 
growing number of municipal taxes 
against either the life insurance com- 
pany, the individual agent or an agency, 
Irving V. Brunstrom, attorney of the 
American Life Convention, told the legal 
section of the convention at Toronto this 
week. 

Urging that the life insurance busi- 
ness be alert and present arguments when 
state enabling acts are proposed which 
would authorize these municipal taxes, 
Mr. Brunstrom reviewed the successful 
opposition made against such a law in 
Indiana in 1949 by the Indiana business 
community. 

“In spite of a ten-fold increase in our 
premium tax bill during the past 45 
years,’ Mr. Brunstrom said, “I see no 
great threat to the business from that 
source in the immediate future. The 
trend toward socialization so evident to- 
day is not an outstanding characteristic 
of our state governments, By and large, 
state legislators are close to the people. 
Valid arguments by their constituents 
are still convincing. The business must 
depend for fair treatment in the tax field 
upon the efforts of each of us in our 
states. We do not ask for favors but for 
even-handed justice, and if any business 
deserves that, our business does.” 

With all its defects, Mr. Brunstrom 
said, that the premium tax is here as 
a permanent imposition. He said that it 
imposes an unequal burden on com- 
panies, falling with greatest weight upon 
the younger and smaller companies, but 
that balanced against this defect it ‘does 
have some merits, especially from_ the 
tax collector’s viewpoint. Among these 
merits are that it is relatively simple to 
compute and easy to collect, it gives a 
state with no life insurance companies 
an opportunity to collect taxes in propor- 
tion to the premiums paid by its resi- 
dents, and the tax increases with in- 
creased amounts of insurance. 

“The original idea underlying life in- 
surance taxes—that the companies should 
pay for the support of state insurance 
departments— has now been completely 
abandoned,” Mr. Brunstrom said. “Today 
premium taxes are regarded merely as 
another source of general revenue. Over 
the country as a whole, less than 5% 
of the premium taxes collected are for 
state insurance department expenses.” 


G. C. Reeves Discussion 


On Legal Developments 
Union-negotiated insurance and wel- 
fare plans have in some directions out- 
distanced statutory authority for making 
them effective, Gordon C. Reeves, as- 
sistant general counsel, Lincoln National 
Life, Fort Wayne, reported in Toronto, 
to the American Life Convention’s legal 
section. 

“At present,” Mr. Reeves said, “there 
is a division of opinion between the 
several state legislative bodies, admin- 
istrative officers and some segments of 
the insurance industry as to whether the 
public interest lies in expanding group 
insurance definitions sufficiently to imple- 
ment such plans. There will, ‘of course, 
ultimately be an adjustment i in either the 
statutory definitions or in the welfare 
plans under which the coverage can be 
soundly written with profit to the in- 
surer, the policyholder and the insured.” 


PRUDENTIAL PROMOTIONS 


William C. Maloid Made Associate 
ounsel; A. C. Stalnaker Named 
Assistant General Manager 
The Prudential has announced the 
promotions of William C. Maloid to 
associate counsel and Armand C. Stal- 

naker to assistant general manager. 

Mr. Maloid, a member of the com- 
pany’s law department since 1934, was 
elevated from the post of assistant 
counsel. 

Mr. Stalnaker, an economics and per- 
sonnel specialist in the Ordinary agen- 
cies department, has held the title of 
associate regional manager since joining 
the company last year. 


Price Has Sold Jefferson 
Standard Stock, Is Report 


A story appeared in the Greensboro, 
N. Cre Daily News that Ralph Price, 
former president of Jefferson Standard 
Life and son of a founder of the com- 
pany, Julian Price, had sold a majority 
of his stock in the company, said to be 
110,000 shares, to New York interests 
not identified. The stock has a current 
market value of between $40 and $42 a 
share. Mr. Price was succeeded as presi- 
dent by Howard Holderness, a former 
vice president, but he continues as a di- 
rector. 


A. A. Boklan’s New Post 


Albert A. Boklan has been appointed 
assistant general agent in the Henry 
Levine Agency, New York, Security Mu- 
tual Life. Mr. Boklan, who is a grad- 
uate of Cornell, became associated with 
the company in 1944. Since that time 
he has built one of the largest brokerage 
units within the business. His unit’s pro- 
duction has been in excess of one mil- 
lion dollars ever since its inception. 

Mr. Boklan until his promotion, had 
been a unit supervisor. The unit is built 
entirely on the basis of brokerage pro- 
duction under Mr. Boklan’s exclusive and 
personal direction. 

He is a member of 
writer’s Association, and the 
pervisors’ Association. 


the Life Under- 
Life Su- 


Ad Manager Resigns 

Harry E. Nelson, advertising director 
of General American Life, St. Louis, 
since 1947 and a member of its public 
relations department since 1942, recently 
resigned to become advertising manager 
for the Presstite Engineering Co. of St. 
Louis, manufacturers of industrial calk- 
ing and sealing compounds. 
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John D. MacArthur, president of 
Bankers Life & Casualty Co., according 
to Chicago Herald-American, will be co- 
manager with Eddie Dowling, the actor, 
of a play by Clare Boothe Luce, “Child 
of the Morning.” He is a brother of 
Alfred MacArthur, president of Central 
Life of Illinois, and of Charles MacAr- 
thur, famous playwright and husband of 
Helen Hayes. 

John D. MacArthur has a publication, 
Theatre Arts Magazine. In the Clare 

30othe Luce play Margaret O’Brien, the 
former child star, will appear. She is 
now 15 years old. 





Mrs. Douglas Horton, the first woman 
to be made a director in one of the 
extremely large life insurance companies 
(New York Life), has been elected a 
director of Radio Corporation of Amer- 
ica. She was Mildred McAfee who com- 
manded the Waves in the last war. 
Former president of Wellesley College, 
she was first en ever to be commis- 
sioned by the Navy. On Radio Corpora- 
tion of America board she succeeds 
Arthur E. Braun of Pittsburgh, who was 
formerly head officer of Reliance Life. 

Unele Francis. 
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save 


As little as $1 opens an East 
River Savings Account. And 
you can save a little or save 
a lot; build up your account 
dollar by dollar or speed it 
on its way to $10,000—just 
as you decide, just as your 
budget allows. 

You may have an Individ- 
ual Savings Account—an ac- 
count in-trust-for someone 
else—or a joint account. 

Your account may be 
opened at any one of our 5 
Manhattan offices. And you 
can Save by Mail. 

Why not get started today! 


TO SAVE BY MAIL 
Phone COrtlandt 7-4200, 
Ext 73. We'll be glad 
to mail the forms 
to you. 
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Continental Pyramid Club Meeting 


Assurance held its 40th 
anniversary Pyramid Club convention at 
the Drake Hotel, Chicago, with a record 


Continental 


of 312 qualifiers in attendance. 

Roy Tuchbreiter, president, opened 
the business sessions by highlighting 
company progress from inception to the 
present stage of development with more 
than $1,700,000,000 in force. He likewise 
made it an occasion for paying tribute 
to veteran representatives present whose 
association with the company traces back 
to the days when he served as a special 
agent. 

Carl E. Haas, general agent in Brook- 
lyn, extended greetings on behalf of the 
General Agents and Managers Associa- 
tion, emphasizing that the spirit of close 
teamwork and understanding between 
field and home office accounted in large 
measure for the rapid progress of the 
company and consequent well being of 
its extensive agency plant throughout 
the United States, Alaska and Canada. 

Dr. Clifton L. Reeder, medical director, 
announced that the company has devel- 
oped and adopted a new table for guid- 
ance in the acceptance of blood pressure 
cases designed, he explained, to place 
agents in a favorably competitive posi- 
tion. 

Group Insurance Panel 

Group insurance, now forming part of 
the basis for club qualification, was given 
a comprehensive sales review by a field 
and home office panel headed by Paul 
Rinker, vice president. The sales exploits 
of Group specialists were given a sub- 
ordinate role by the panel. Its purpose 
was to demonstrate facilities and proce- 
dures through which average agents 
could develop Group business. 

Howard C. 
president, cited a series of records estab- 


Reeder, executive vice 
lished by the life insurance business and 
the Continental. He related statistics to 
show that the market as represented by 
various income groups has grown mark- 
edly, life insurance purchases have lag 
ged. He cited as an example that the 
number of families in the $3,000 to $5,000 
income group is four times as great to- 
day, after Federal taxes, as it was in 
1941. Yet these families, he pointed out, 
have tended to retain insurance buying 
habits acquired while they were in lower 
income brackets. 

Mr. Reeder also expressed concern 
that holders of two or more policies, 
based on his company’s own analysis, 
showed an overwhelming tendency to 
change companies on repeat purchases. 
“Obviously, our company has profited 
from other company agents’ neglect. Are 
we too sure that we aren’t guilty of 
service lapses profiting them?” 

Harry W. Dingman, vice president, 
spoke on “In Days Like These.” He in- 
troduced a panel of company veterans, 
representing 125 years of service, whose 
purpose was to give newer men and first- 
time qualifiers the benefit of their ex- 
perience in realms of competitive and 
creative selling techniques. 

A panel of eight, headed by Raymond 
H. Belknz up, vice president, ‘started the 
second day’s morning session. Its topic 
was “Selling—Town and Country.” 
Members came from the largest metro- 
politan areas to sparsely settled rural 
territories. They exchanged and com- 
pared selling techniques agreeing, in the 
main, that sound principles work no mat- 
ter where the agent operates. 

Panelist M. Selig Apperman, CLU, 
Rochester, New York, advanced a novel 
idea when he explained that he regarded 
the hopelessly uninsurable as his best 


avenues to business. By giving them the 
benefits of normal service and counsel 
on the most advantageous uses of such 
insurance as they had purchased before 
becoming unable to qualify for additional 
protection, he found himself consistently 
being referred to excellent prospects 
able to qualify. 

Beecher C. Swaim, Hartford, outlined 
his favorite approach to retirement in- 
come sales. He endeavors, he said, to 
get a man to see that time for decisions 
is running out. For example, to the in- 
dividual age 35, he would say, “You have 


only 1,500 weeks left between now and 
age 65.” 
Arthur J. Keating, Chicago, a 1950 


salary allotment panelist, was recalled 
by way of a public check on the degree 
to which he had employed the ideas he 
had advocated 12 months ago. He gave 
three case histories of salary allotment 
follow through on group cases. In every 
instance figures proved that the salary 
allotment by-product made him more 
money than the original group cases. 
Victor M. Olownia, San Jose, Califor- 
nia, talked on “Basic Needs Selling,” 
endless in opportunity because such sell- 
ing solves fundamental problems of death 
and living, constant in demand for at- 


tention because basic needs recur over 
the active span of a man’s life. 

The formal session was brought to a 
close by Frank H. Beach, professor of 
marketing, College of Commerce, Uni- 
versity of Illinois, whose topic was “Play 
It Like the Pro.” 

Chairman of the meetings was Mar- 
shall B. Simms, superintendent of agents. 
The convention was brought to a close 
with a reception and banquet. 

Several groups with common interests 
took advantage of the convention by 
holding extra-session meetings. Branch 
managers and the Continental Assurance 
CLU Chapter met at breakfasts, and di- 
rectors of the General Agents and Man- 
agers Association held a meeting on the 
afternoon of September 26. The CLU 
chapter reported a growth of more than 
50% in their membership since their 
meeting of a year ago and have in pros- 
pect an additional sharp gain as more 
producers complete their examinations. 


ELMIRA ASS’N SPEAKER 
J. Howard Davies, regional vice presi- 
dent of the New York State Life Under- 
writers’ Association, spoke at the first 
fall luncheon of the Elmira Life Under- 
writers’ Association. The speaker dis- 
cussed plans for the state delegates’ 
meeting of the New York State Life Un- 

derwriters’ Association in November. 











INSURED 
AT 





APPLICANTS WITH HEALED 


STANDARD 









RATES 





One in ten adults, it is estimated, suffers from 


peptic ulcers sometime during his life span. A recent 


revision of our underwriting of duodenal ulcer cases 


opens new markets for standard insurance. 


Standard rates now available to your client 


% Three months after a brief and uncomplicated duo- 


denal ulcer attack. 


% In the fifth year after the last of a series of uncomp- 
licated attacks where there was no loss of time from work. 


% In the fifth year after a partial gastrectomy where 
there has been no recurrence of symptoms. 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware and Idaho. 


YOUR OWN COMPANY FIRST... THEN 


THE 


MANUFACTURERS 
INSURANCE Bias COMPANY 
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Great-West Life Appoints 
Dallas Group Supervisor 


Great-West Life has announced the 
appointment of Harry Owens as Group 
supervisor for North "Texas. Mr. Owens 
will be associated with H. Thad Childre 
and Newman E. Long, CLU, branch 
managers for North Texas, and will su- 
pervise Great-West Life’s expanding 
Group operations in the state. He will 
make his headquarters at the Mercantile 
Commerce Building, Dallas. 

Mr. Owens has had broad experience 
in the fields of selling and sales promo- 
tion. From 1943 until 1949 he was state 
director for the War Finance Committee 
of Texas for the sale of United States 
War Savings Bonds. Since 1949 he has 
been a partner in a Dallas advertising 
agency. 

Robert M. Gaby, who has been tem- 
porary Group supervisor since June, 
will return to the Great-West Life's 
eastern Canadian Group organization at 
Toronto. 





AMA Interview Blueprint 
To Be Published in French 


Agency Management Association’s Se- 
lection Interview Blueprint is being pub- 
lished in French by the Montreal Life, 
a member company, and will be made 
available for use by other companies 
operating in Canada, it has been an- 
nounced. 

The association’s newest selection aid 
for managers, the Blueprint is a guide 
for effective interviews with prospective 
agents. Since its publication by the Re- 
search Division earlier this year, 60,000 
copies have been ordered by more than 
100 companies in the United States and 
Canada. 

Companies operating in Canada have 
been notified of the French translation 
by the Canadian Companies Committee 
and have been asked to place orders di- 
rect with Montreal Life which is han- 
dling distribution of the French Blue- 
print. 





Made Metropolitan Director 

J. Wilbur Lewis, president of Union 
Dime Savings Bank, New York, was 
elected to the board of Metropolitan 
Life at a directors’ meeting last week. 
He is a director of the Bank of New 
York and Fifth Avenue Bank, and presi- 
dent of the Savings Banks Association 
of the State of New York. 


U. S. PLYWOOD DEBENTURES 

United States Plywood Corporation 
has placed privately through Eastman, 
Dillon & Co., $5,000,000 of 15-year 354% 
debentures, series C, due September 1], 
1966. These debentures were sold to 
the New York Life Insurance Co. and 
a group of other insurance companies. 


ACTUARIES ASSOCIATE 
Walter J. Mays, assistani actuary, 
Liberty Life, Greenville, S. C., recently 
became an associate in the Society of 
Actuaries through the successful com- 
pletion of the five required examinations. 











WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, Il. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 
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Fred S. coaches a 
WINNING <Any 
TEAM 














and... 


every play is a touchdown play 


No weak positions on this team. 

Fred S. has shown them all how to reach their goals— 
whether that goal is a paid-off mortgage—a care-free old we Lore 
age—or a college education for the kids. | ARS tid 

It’s not surprising that Fred is one of the most respected T id E\ E a U ] T A é L t 

n in town. His frien nd neighbo now can lin i 
on soto pormtalong: rx Liere tt can ales sae LIFE ATER ANCE 
a drive to realize their hopes. S oO C LETY 

Thanks to Fred’s coaching—scores of men in his town . 
have security and freedom polite worry. Good friend, good oF THE ERATED: STATES 
neighbor, good citizen—he serves his community well. ae grgths 72x 
He’s proud to be an Equitable man...and you may be sure LISTEN TO “THIS IS YOUR FBI"...official crime- 
the Equitable Society is proud of him! prevention broadcasts from the files of the Fed- 





a a * eral Bureau of Investigation...another public- 
service contribution sponsored in his community 


One of a series of advertisements illustrating how a representative of The by The Equitable Society Representative. 


Equitable Life Assurance Society serves his community by selling life insurance. EVERY FRIDAY NIGHT » ABC NETWORK 


THOMAS |. PARKINSON, Presidents: 393 Seventh Avenue, New York I, N.Y. 
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Bankers Life to Enter 
Individual A. & H. Field 


Bankers Life, Des Moines, Iowa, is 
preparing to enter the individual acci- 
dent and health insurance field with com- 
mercial-type policies. The decision was 
reached after many months of careful 
consideration, President E. M. McCon- 
ney commented, in order to provide 
3ankers Life salesmen with every cov- 
erage necessary to permit them to serve 
the complete prsonal insurance needs of 
their clients. 

“It will take approximately a year to 
prepare the policy forms and premium 
structure,” Mr. McConney said. “Natur- 
ally, it is our desire that we shall develop 
forms to provide the greatest possible 
protection at the lowest possible cost. 
Only in this way can we meet fully, as 
we earnestly hope to do, the major social 
need that this type of coverage recog- 


For a good many years now, Bankers 
Life Co. has been providing this type 
of protection on a Group basis. We 
anticipate that we shall be able to pro- 
vide equally effective protection through 
our new plans for those individuals who 
do not have Group protection.” 

Announcement of the employment of 
experienced men for the development of 
the plans will be made as soon as pos- 
sible. 


Colonial Life Meeting 


(Continued from Page 1) 


chairman of the board. He has directed 
the affairs of the company for the 54 
years of its operations. 

Increase Compensation, Benefits 

Modification in the plan of compensa- 
tion on weekly premium business was 
announced by Mr. Bruce. Effective Oc- 
tober 1, 1951, the collection commissions 
for Colonial Life’s agents will be in- 
creased to 14% of the premiums collected 
on their weekly premium debits. He also 
stated that more liberal hospitalization 
and surgical benefits would be available 
under the company’s Group coverage on 
the lives of its employes and_ their 
dependents. 

The company is entering a new expan- 
sion period in which the general agency 
plant will be enlarged. 

At the banquet Monday night which 
was held at the Greenbrier Hotel’s Casino, 
Judge Ernest J. Heppenheimer told the 
story of how the Coédlonial Life was 
founded 54 years ago. Vice President 
Eric G. Johnson, who spoke briefly, was 
given a warm greeting when introduced 
by President Evans. An amateur hour, 
in which a number of Colonial Life’s tal- 
ented field men participated, provided 
the evening’s entertainment. 

Results of 13-Week Experiment 
Disclosed 


“The Frank Bettger Story” was the 
first item on Tuesday morning’s agenda. 
Robert L. Baer, assistant to the agency 
vice president, then disclosed the results 
of a 13-week experiment conducted in 
two of the company’s branch offices 
Based on a 13-point program, the two 
branches went from a very low level in 
production to achieve outstanding rec- 
ords. 

President Evans then introduced James 
Ewing Mitchell, of the auditing firm of 
Peat, Marwick, Mitchell & Co. Mr. 
Mitchell stressed the financial strength 
of Colonial Life and the soundness of 
its business operations. 

In his closing message, “The Time for 
the Tune,” Vice President Bruce, who 
was chairman of the convention proceed- 
ings, brought out the simple elements 
that are essential to success in life un- 
derwriting. 

After a reception and luncheon for the 
members of the President’s Club and 
Clic Club, Colonial Life’s honor organi- 
zations for agents and field managers, 
the business sessions of the 54th annual 
convention were declared closed. 





Connecticut Mutual Wins 
“Oscar of Industry” Trophy 


In the final ratings of the independent 
board of judges in the Financial World 
Survey of Annual Reports, Connecticut 
Mutual Life was judged as having the 
best annual report of the life insurance 
category. The bronze “Oscar of Indus- 
try” trophy will be presented to Peter 
M. Fraser, president of the company, at 
the Annual Awards Banquet in the 
Grand Ballroom of the Hotel Statler, 
New York, October 29. 

A total of 5,000 annual reports were 
considered this year in the international 
competition, the eleventh in the series of 
surveys, and these were judged in one 
hundred industrial classifications for the 
“Best of Industry” awards. In the in- 
surance category New York Life was 
runner-up for top honors, while Metro- 
politan Life placed third. 

The jury who made the final selections 
is headed by Dr. Carman Blough, re- 
search director of the American Institute 
of Accountants, and he was assisted by 
Dr. Pierre R. Bretey, president of the 
National Federation of Financial An- 


Brooklyn Supervisors 
To Meet on October 16 


The first regular meeting of the 1951- 
52 season of the Brooklyn Life Super- 
visors Association will be held October 
16 at Fisherman Restaurant, Brooklyn. 
Guest speaker will be Stuart Monroe, 
CLU, associate general agent of the 
Solomon Huber agency, Mutual Benefit 
Life, New York City. 

New officers of the association to be 
installed are Seymour V. Abrams, Mac- 
Leod agency, The Prudential, president; 
Myron I. Specht, Bernard Bergen 
agency, Mutual Trust Life, vice presi- 
dent; Maxwell J. Warshauer, J. War- 
shauer agency, Guardian Life, secretary- 
treasurer. 





alysts Societies; Elmer Walzer, financial 
editor of the United Press; Denny Gris- 
wold, publisher of Public Relations 
News; and Guy Fry, past president of 
the National Society of Art Directors. 

Weston Smith, executive vice president 
and originator of the annual report sur- 
veys, will present the “Oscar of Indus- 
try” trophies at the annual awards ban- 
quet, which will be attended by more 
than 1,300 business and financial execu- 
tives from all over the United States 
and Canada. 
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“I had my sales talk recorded and by the time I had the proprietor 
and his partner play it back a couple of times, they were sold on a 
partnership policy!” 


Bankerslifemen Make Organized, 
Result-Producing Presentations 


Organized sales presentations used by Bankers/ifemen are 
so powerful that they might even make sales when played 


from records. 


Of course, Bankers/ifemen are trained so that they know 
not only what to say, but how to say it. That is just one part 
of the thorough training which they receive—beginning their 
first day in their agency offices and carrying on through a 


series of Home Office schools. 


; Because he is well-organized, the typical Bankers/ifeman 
is the kind of life underwriter you like to know as a friend, 


fellow worker or competitor. 


BANKERS 


COMPANY 


DES MOINES, IOWA 





State Mutual Life Opens 
Minneapolis Group Office 





ROBERT A. BREIDENBACH 


State Mutual Life, Worcester, has ap- 
pointed Robert A. Breidenbach as home 
office representative in charge of its new 
Group office in Minneapolis. Mr. Breiden- 
bach, who attended University of Min- 
nesota, served three and one-half years 
in the Army, two years of which were 
in the Mediterranean and European the- 
aters of operation. Subsequent to this, 
he was associated with the Group de- 
partment of another life insurance com- 
pany as home office representative in 
its Minneapolis office. State Mutual's 
Group office will be located at 814 North- 
western Bank Building from which he 
will serve the states of Minnesota, North 
and South Dakota and parts of Iowa, 
Illinois and Wisconsin. 


Jefferson Standard Gains 

In their campaign to “Add Millions 
to the Billion,” members of Jefferson 
Standard’s field force have increased the 
amount of insurance in force by more 
than $20 million since June 21, 1951. It 
was on June 21 that Jefferson Standard 
passed the billion dollar insurance in 
force mark. 

In announcing gains for the third 
quarter of the year, Karl Ljung, vice 
president in charge of agency operations, 
said, “There was a noticeable increase 
in most forms of savings which began 
about the middle of the year. This has 
reflected itself in the renewal of policies 
in force and in the purchase of new life 
insurance.” 

Volume of paid for business for the 
first nine months was $94,376,576. Insur- 
ance in force as of September 30 
amounted to $1,020,155,379, a net gain 
of $52,662,857 for the year. 


Ray Minner Appointed 
Prudential Asst. Manager 


Ray Minner has been appointed as- 
sistant manager of the Walter S. Payne 
agency in Los Angeles for The Pru- 
dential, it was announced by Harry E. 
Wilkinson, CLU, director of agencies in 
the western home office. 

A native of New Jersey, Mr. Minner 
joined Prudential in 1934 and has spent 
his entire business career with the com- 
pany. In 1947 he transferred to the 
southern California regional office of the 
mortgage loan department in Los 
Angeles. He passed through a series of 
promotions, and in 1950 became admin- 
istrative assistant in the western home 
office. In February of this year he be- 
came a training specialist, in insured 
home ownership plan. 

During World War II, Mr. Minner 
served with the Army Air Forces. 
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Henry Marshall Receives 
Brooklyn Branch Certificate 





Bernard M. Eiber, CLU, general agent, 
Mutual Trust Life, Brooklyn, right, im- 
mediate past president of the Brooklyn 
branch of the Life Underwriters Associa- 
tion of the City of New York, presents 
Branch President Henry Marshall, gen- 
eral agent, Provident Mutual, Brooklyn, 
with a certificate expressing the appre- 
ciation of the Brooklyn branch for his 
“loyalty and unselfish efforts” on its be- 
half. Presentation was made at the Sep- 
tember educational meeting of the branch 
held recently at the Hotel Bossert. The 
educational portion of the meeting was 
devoted to a discussion of Life Under- 
writer Training Council activities. Prin- 
cipal speaker was Loran E. Powell, di- 
rector of promotion, LUTC. 

Mr. Eiber was the recipient of con- 
gratulations recently for having passed 


the New York State Bar examinations. 
He is now awaiting admittance to the 
New York Bar. 


Ordinary Sales Director 

Maurice I. Carlson has been named di- 
rector of Ordinary sales for Universal 
Life and Accident, Dallas. Mr. Carlson 
was graduated with honors from South- 
western College in 1936 and holds a 
Master’s Degree from Vanderbilt Uni- 
versity. He was granted the CLU desig- 
nation in 1949. He entered the life in- 
surance business in Dallas in 1942 and 
his experience has comprised such vari- 
ous activities as personal production, 
branch management, field supervision, 
and—most recently—serving as assistant 
superintendent of agencies for one of the 
large eastern life companies. Mr. Carl- 
son will be in charge of developing Or- 
dinary production for the Universal Life 
and Accident and will be located in the 
home office at Dallas. 

Universal Life and Accident has over 
$70,000,000 of life insurance in force, 
mainly Industrial. 


W. S. Cobb Agency Moves 


The Winslow S. Cobb Agency, Boston, 
representatives for the Connecticut Mu- 


tual Life, has moved to new and en- 
larged headquarters at 50 Congress 
Street, Boston 9. The agency is located 


on the third floor. These larger facilities 
were made necessary by the agency’s 
growth and future development plans. 


PRUDENTIAL ANNIVERSARIES 

Three district managers in The Pru- 
dential’s field organization recently ob- 
served anniversaries of 30 or more years 
of service. They are: Charles A. 
Egenolf, district manager at New Roch- 
elle, N. Y.; Miles J. Kelleher, who heads 
the’ Mahanoy City, Pa. district office, 
and Frank T. Ferris, head of Cleveland 
district office #2, 


Mutual Life Leaders 
The Chicago (Persons) agency of Mu- 
tual Life of New York led all the com- 
pany’s agencies throughout the country 
in volume of insurance sold during the 
first nine months of 1951, it was an- 
nounced by Stanton G. Hale, vice presi- 


dent and manager of agencies. The 
agency is managed by Henry W. Per- 
sons. 


The Grand Rapids agency, managed by 
Charles E. Brown, held first place in 
policies sold during the period. 


Wage Board’s Pension Plans 
Report Expected Any Day 


Washington—It is expected here that 
the six-man advisory committee ap- 
pointed by the Wage Stabilization Board 
to determine if pension and other wel- 
fare plan benefits would add to inflation 
and should or should not be included in 
the 10% wage increase formula, will soon 
make a report ending the suspense which 
has held up the writing of new pension 
plans and enlarging existing one. 


Mrs. Walter W. Head Dies 

Mrs. Walter W. Head, wife of the 
General American Life’s board chair- 
man, died in a hospital at St. Louis, Oc- 
tober 7, following a stroke. She was 
prominent in church and social welfare 
work and a member of the board of gov- 
ernors of the St. Louis Women’s Club. 

Funeral services were held Tuesday at 
the Second Presbyterian Church. In 
addition to her husband, she is survived 
by a daughter, Mrs. Raymond A. Baur 
of Stamford, Conn., and two grandchil- 
dren. 





THESE SUCCESSFUL MEN AGREE 


“Mutual Life Training Leads to Success” 





HARRY K. 


on higher levels.” 





GUTMANN, C.L.U. New York City, says: 
“Mutual Life training graduated me permanently into life insurance counselling 


KENNETH F. EVANS, Newark, New Jersey: 
“Thanks to Mutual Life’s continuing training program, | made a successful 
switch to life insurance, even after 20 years in an entirely different business.” 


JACK A. LeCUYER, class of January ’49, Greeley, Colorado: 
“The three-year training program and the post-graduate course gives 
newcomer self-confidence, the old timer new ammunition.” 


the 





Matual Life’s training program covers a 3-year period starting the day the new 


Field Underwriter joins the Company and paralleling his actual work in field 


underwriting. Regular classroom sessions, written examinations, and supervised 


study and field work give each new man a professional grasp of family financial 


problems, business problems, taxation, and an understanding of practical psychol- 


ogy. Mutual Life Field Underwriters are thus equipped for success. 


WEATHER kK STAR ATOP OUR HOME OFFICE BUILDING — FLASHES OFFICIAL WEATHER FORECASTS 


THE MUTUAL LIFE 


1740 BROADWAY AT 55TH STREET . 


INSURANCE COMPANY of NEW YORK 


Roe oeens 


NEW YORK 19, N.Y. 
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Columbia General Agent 
For Penn Mutual Life 





WAYNE CLOVER, JR. 


Wayne Clover, Jr., has been appointed 
general agent for Penn Mutual Life at 
Columbia, Mo., according to an an- 
nouncement by D. Bobb Slattery, com- 
pany vice president and superintendent 
of agencies. The agency will have super- 
vision of the central and southern 
Missouri. territory. C. Dan Curtis, 
Springfield, Mo., was named associate 
general agent. 

Mr. Clover is a native of Wyoming, 
was graduated from the University of 
Kansas where he was on the dean’s ad- 
visory council and president of the 
Kappa Sigma fraternity. After serving 
three years in the Navy in the Pacific 
area Mr. Clover started his insurance 
career with the Penn Mutual following 
in the footsteps of his father, Wayne 
Clover, general agent at Kansas City. 
The son became a producer and super- 
visor in his father’s agency and served 
on the committee for this year’s annual 
Kansas City sales congress. 

He has been active in civic affairs, 
especially Red Cross and Community 
Chest. He is a member of the Rotary 
Club, Junior Chamber of Commerce, the 
Sales Executive Club, American Legion, 
Veterans of Foreign Wars, and the Life 
Underwriters Association. 


Joseph J. Stall Promoted 

Joseph J. Stall, acting manager since 
August 1, has been promoted to be man- 
ager of Pacific Mutual Life’s Los 
Angeles _ Group insurance office. The 
company’s Phoenix and San Diego of- 
fices, as well as the seven-man Los 
Angeles operation, will come under Mr. 
Stall’s direction. The Los Angeles office 
is the largest in Pacific Mutual’s Group 
network. 

Mr. Stall has been with Pacific Mu- 
tual since 1947 when he started in the 
agency department. He entered the 
Group field in 1948 as a home office 
representative, and in 1949 became Pacific 
Mutual’s first Group representative in 
the state of Washington when he opened 
the Seattle office. Last June, he was pro- 
moted to the post of assistant manager 
in Los Angeles. 

From St. Louis originally, Mr. Stall 
attended the University of Southern 
California, where he gained prominence 
in football. During World War II he 
served as an officer in the U. S. Navy. 


MUTUAL LIFE SEPT. LEADERS 

Herman Lasker and his son, Richard, 
both of Eau Claire and representatives 
of Mutual Life of New York, held first 
and second place, respectively, on the 
company’s list of leading producers 
throughout the country in September. 











Why not use this 
Life Insurance 


Specialist? 


You're a busy man. 


Giving your clients good service on their general in- 
surance probably takes all your time now. But you would 
like to give your clients the same fine service in their life 


insurance needs. 


That's where the friendly cooperation of a GUARDIAN 


man can be of value. 


GuarDIAN offers you expert assistance in helping your 
clients build their life insurance estates. It’s the same 
as having a life insurance specialist in your own or- 


ganization . 


Your nearest GuARDIAN office will be glad to give you 
complete information. Why not write or telephone 


today? 


cA 
GUARDIAN 
é Lrsunance Company 


FIFTY UNION SQUARE NEW YORK 3, N. 











J. OWEN STALSON’S NEW POST 





Former Member of Harvard Business 

School’s Research Faculty With 

Griffenhagen & Associates 

Griffenhagen & Associates, consultants 
in management, announced today that 
Dr. J. Owen Stalson has become a prin- 
cipal in their organization. He will have 
a major responsibility in that part of 
the firm’s professional practice relating 
to insurance companies and banks. 

The firm, a charter member of Asso- 
ciation of Consulting Management Engi- 
neers and one of the oldest organizations 
in its field, this year is celebrating its 
40th anniversary. E. O. Griffenhagen, 
who established the business with a 
small group of associates in 1911, now 
has more than 100 professional men as- 
sociated with him in the organization. 

Dr. Stalson is a graduate of the Har- 
vard Graduate School of Business and 
was later a member of the research 
faculty there. In addition to his work 
with Griffenhagen & Associates he will 
continue to serve in his present posts 
at Columbia University, where he is 
director of the Life Insurance Manage- 
ment Research Center and an associate 
in insurance at its Graduate School of 
Business. 


Prudential Announces 
Premium Rate Changes 


The Prudential has announced “a num- 
ber of important changes and improve- 
ments in premium rates, benefits and 
policy forms,” to become effective Octo- 
ber 15. 

In a letter to Prudential’s field or- 
ganization outlining the proposed 
changes, Valentine Howell, executive vice 
president and actuary, said a reduction 
in premium rates will be applicable for 
weekly and monthly premium policies 
and regular ordinary policies Be: at 
ages under 30, on all limited payment 
life plans and on endowments maturing 
in more than 20 years. The maximum 
reduction will occur at the juvenile ages, 
he said. 

There will be no significant change 
in the net costs on the basis of the com- 
pany’s 1951 dividend scale as a result 
of the reductions as dividends will be 
reduced by a similar amount. However, 
Mr. Howell pointed out that “in those 
cases where the amount of the first 
premium is an important consideration, 
the premium reduction may make it pos- 
sible to place a more nearly adequate 
amount of protection than heretofore.” 

The reduction in gross premiums was 
made possible because of the “improved 
outlook for interest rates on _ invest- 
ments,” he said. 

Prudential has also reduced rates for 
ordinary single premium life policies and, 
according to Mr. Howell, single premium 
policies will also be available on 20-year 
Endowment, Endowment at age 60 and 
Endowment at age 65 plans. 

Among other changes are the elimina- 
tion of graded benefits in Juvenile poli- 
cies written outside New York and Can- 
ada, except at the youngest age, and the 
offering on most Juvenile intermediate 
policies of a benefit providing for waiver 
of premiums in event of the death of 
the applicant. This benefit will require 
an additional monthly premium but will 
make the policy fully paid-up in event 
of the death of the applicant at any time 
during the premium paying period. 


Quarter-Billion Asset 
Mark Passed by K. C. Life 


The quarter-billion mark in assets has 
ge passed by the Kansas City Life, 
E. Bixby, president, reported to the 
pied of directors of the organization 
at their regular quarterly meeting at 
the home office. That figure represents 
an increase of more than $12,000,000 since 
December 31, 1950, when assets totaled 
$238,000,000. 

Mr. Bixby also reported that the com- 
pany has insurance in force totaling 
$878,675,765, as_of September 30, 1951, an 
increase of $15,875,765 since June 30. 
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Assistant General Agent 


EDWARD G. MAHER 


Edward G. Maher has been appointed 


assistant general agent for the Milton 
Altschul agency for Postal Life in down- 
town New York. Mr. Maher’s appoint- 
ment marks a further expansion of the 
agency’s already large brokerage service. 

A graduate of Fordham and a former 
technical sergeant in the Anti-Aircraft 
Division during World War II, Mr. 
Maher was in the banking field five 
with The 
special agent for the past year and a 


years and Prudential as a 
half. In his first year in the life insur- 
ance business, he wrote $325,000 of new 
business and qualified for the company’s 
conference in Atlantic City. 


RESIGNS MANAGERIAL POST 

L. K. Newfield, of Lincoln National’s 

Newfield-Ulrich Agency to Remain 
With Oakland Agency 

Lou K. Newfield, Lincoln National 
Life general agent in Oakland since 1937, 
announced his decision to give up man- 
agerial duties in order to devote his 
entire time to personal production as a 
member of the Oakland agency. A year 
ago he was joined by W. C. Ulrich, gen- 
eral agent from Madison, Wisconsin, and 
the Newfield-Ulrich Agency was formed. 
The agency will now be known as the 
W. C. Ulrich Agency and the offices will 
remain in the Jules Building. 

The Oakland agency has enjoyed a 
steady growth and has developed con- 
sistently outstanding producers, includ- 
ing newly -appointed Vallejo General 
Agent B. C. Lillis, Jr. Mr. Newfield 
regularly produced a large volume of 
Personal business in addition to carrying 
on his general agency duties. At the 
time the Newfield-Ulrich Agency was 
formed, the Newfield Agency had $12 
million of insurance in force, nearly two 
million dollars of which was personally 
produced by Mr. Newfield. 

A past president of the Oakland East 
Bay Life Underwriters Association, Mr. 
Newfield has been prominent in Bay 
area civic affairs, in American Legion 
and fraternal groups, and the Oakland 
Rotary Club. He is a graduate of the 

niversity of California and a veteran 
of World War T. 

General Agent W. C, Ulrich is a grad- 
uate of the University of Wisconsin. He 
joined the Lincoln National Life in 1943 
as general agent in Madison after four- 
teen years’ experience in life underwrit- 
ing. He enjoyed immediate success and 
before leaving Madison for Oakland in 

49, led his agency to seventh place 
among all Lincoln National agencies 
throughout the country, : 





Great-West Continues 
High Production Record 


The best third quarter in company 
history has been reported by the Great- 
West Life. New business of $20,120,000 
for September brought the quarterly to- 
tal over $63 million, and also marked the 
sixteenth consecutive month of new busi- 
ness totals over $20 million. The year- 
to-date total of $223 million was a $40 
million increase in new business over the 
same period last year. 

An accident and health sales contest, 


featured during September, resulted in a 
44% sales increase over last year’s con- 
test. 

R. P. Innes, Detroit, was the com- 
pany’s top individual representative, with 
a total production of $325,515. Second 
was E, Neuchterlein, of Saginaw. 
ELS: Norman, Detroit ranked third, 
while the top representative from Can- 
ada was Phillip Dubinsky, Ottawa. 

Winnipeg led the company’s fifty-three 
branches, with over $1,322,000 of produc- 
tion. Ranking second, Chicago marked 
its 87th consecutive better-than-a-million 
month. Toronto 1 was third. 


Eastern Life Enters Conn. 

Eastern Life of New York has been 
admitted to do business in the state of 
Connecticut. At the close of 1950 Eastern 
Life had $42,259,444 of insurance in 
force; capital and surplus of $710,819, 
and assets of $8,698,667. 


UNITY MUTUAL CONVENTION 

Unity Mutual Life & Accident Insur- 
ance Co., Los Angeles, has scheduled its 
annual convention for November 12 - 14, 
at the Turf and Surf Hotel, Del Mar, 
California. 
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ATURES OF THE SINGLE PREMIUM DEFERRED ANNUITY 


Life annuity with instalment refund. 
Life annuity with ten years certain. 


FLEXIBILITY — The annuitant has a broad honee of 
deferred periods and maturity ages from which to 
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‘ to provide a maximum income, 
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OTHER ANNUITIES AVAILABLE 


Single Premium Immediate Annuity: 

(1) Life annuity with instalment 
refund. 

(2) Life annuity with ten years 
certain. 

(3) Life annuity without instal- 
ments certain. 


Single Premium Joint and 
Survivorship Annuity: 
Without instalments certain. 
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Prudential Increases 
Ist Commissions 10% 


ON $5,000 OR MORE ORDINARY 





Applies to All Ordinary Agency Repre- 
sentatives, Brokers and 
Surplus Writers 

An increase of 10% in the first vear 
commission scale on Ordinary policies 
written by representatives of the Ordi- 
nary agencies was announced Wednes- 
day by Carrol M. Shanks, president of 
The Prudential. The increased commis- 
sions are applicable on Ordinary policies 
with a basic amount of $5,000 or more, 
and are effective with policies issued on 
or after October 15. 

These increases are applicable to all 
representatives of the company’s 91 Or- 
dinary agencies, including brokers and 
surplus writers, throughout the United 
States, Canada and Hawaii. 


H. Bruce Palmer Addresses 
New York City Supervisors 


H. Bruce Palmer, executive vice presi- 
dent of Mutual Benefit Life, was the fea- 
tured speaker at the opening fall meeting 
of the New York City Life Supervisors 
Association, held this week at Miller’s 
Restaurant, New York. A. Robert 
Jacobs, assistant general agent of the 
Allen-Pratt agency of John Hancock, 
president of the Supervisors, presided 
and announced that the association 1s 
this year observing its 25th anniversary. 
Mr. Palmer had for his topic “The 
Challenge and Responsibility of Leader- 
ship.” 

Mr. Palmer was introduced by Arthur 
V. Youngman, general agent in New 
York for Mutual Benefit Life. 


Simplify Claim Filing 

Simplifications in life insurance claim 
filing requirements have been put into 
practice by Pacific Mutual Life, accord- 
ing to an announcement by Harry Samm, 
manager of claims. 

Specifically, the changes eliminate re- 
quirement of a funeral director’s state- 
ment; providing for witnessing in place 
of notarizing on the claimant’s state- 
ment; and in most cases permit ac- 
ceptance of a certified copy of the death 
certificate without a supporting physi- 
cian’s statement. 

Mr. Samm points out that the modi- 
fications will streamline the process of 
completing, and filing claim proofs, 
thereby saving time and effort for both 
the claimant and the company’s field 
representative aiding in the proof filing. 
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BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
Sixtieth Anniversary Year 


JAY R. BENTON, President 








Lifton and DeMian Form New Agency for Postal Life 





Boris Studios, Inc. 
DANIEL LIFTON 


\ new tri-borough agency has been 
created by Daniel Lifton and Harold 
DeMian to serve Brooklyn and Long 
Island for Postal Life. Known as the 
Lifton-DeMian Life Associates, the 
agency’s main office will remain at 
108-08 Queens Boulevard, Forest Hills, 
but a branch office will be opened soon 
in Brooklyn to serve that area. Both 
men are well’ known to. brokers in 
Greater New York and this move will 
further expand Postal’s operations. 


HAROLD DE MIAN 


Mr. Lifton was appointed general 
agent for Postal last June, coming from 
the Manhattan Life where he was an 
associate general agent. Born in Brook- 
lyn, he graduated from Brooklyn Acad- 
emy and attended Hobart College. 

Mr. DeMian joined Postal in Septem- 
ber, 1950, as an associate general agent 
in the midtown agency. He has been in 
the life insurance business for over 20 
years as a specialist in brokerage and 
surplus business, and he has made an 
outstanding record with the Postal Life. 














A WELL-BALANCED COMPANY 


balance 


improves performance 


From childhood’s earliest 


moments... balance is 


essential to progress. 


So, too, in a life insurance 


company, continuous 
achievement is aided by a favorable 
balance of past history, present 
progress, and future plans. 


Fidelity is a well-balanced 
company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 








VVUVVVVVVVVVVVVVVVVVY, 
Today's Tax Situation 


calls for the sale of deferred com- 
pensation plans. 

Our settlement options can be 
exercised by corporations for this 
purpose and our retirement income 
endowments are tops. 


PETER B. FLEMING AGENCY 
Mutual Trust Life. Ins. Co. 


175 Main St. 30 Church St. 
White Plains, N. Y. New York 7, N. Y. 
WhHite Plains 8-5175 Digby 4-7797 
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Heads Cincinnati Group 
Office for State Mutual 





WESLEY A. WATLING 


State Mutual Life of Worcester has 
appointed Wesley A. Watling as home 
office representative in charge of its 
Cincinnati Group office, where he is 
associated with William H. McCabe. 
After three years in the U. S. Army, 
Mr. Watling attended Depauw Univer- 
sity, where he received his Bachelor of 
Arts degree in June, 1947. He joined 
State Mutual in September, 1947, and 
has been associated with its Boston 
Group office until his recent transfer. 


QUEBEC DIVISIONAL MANAGER 
J. Felix Hudon has been appointed 


Quebec eastern divisional manager for 
the Northern Life of Canada. 
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Front row: Director of Group Sales George W. Steinbach; Manager of Group Pen- 


sion Sales Burton O’Neil; 


Manager of Group Field Service Bruce MacFarlane; 


Vice President Richard C. Guest; President Leland J. Kalmbach; Vice President 
Charles H. Schaaff; General Agent Donald C. Keane, New York City; Group Sec- 
retary Charles G. Hill; and Group Actuary William R. Christmas. 


Second row: James W. Lilley, Jr., 


Los Angeles; Peter I. Roesler; Torance A. Rus- 


sell, Birmingham; Rauland C. Fischer, Chicago; Robert E. Michael, Cleveland; John 
O. Huddleston, Kansas City; Eugene.C. Noland, Atlanta; Stanley Johnsen, Atlanta; 
Stanley B. Watkins, St. Louis; Ralph C. Root, Jr., New York; Stevens L. Shea, 
assistant Group secretary; and Assistant Group Secretary Fred T. Googins. 

Third row: Neil Oliver, New York; H. Keith Lindley, Syracuse; Joseph J. Yheau- 
lon, Cleveland; John C. Rueger, Philadelphia; Robert J. Roberts, Oklahoma City; 


Guy M. Hamn, Jr., 
Detroit; 
Fourth row: Walter J. Hurley, Detroit; 


Kansas City; Charles A. Smith, Chicago; Samuel W. Gibson, 


Kennard W. Becker, Milwaukee; and George E. Hopkins, Springfield. 
William P. Dallas, New York; J. Donald 


Cannon, Pittsburgh; William W. VanHorn, Newark; Jack T. Canfield, Baltimore; 
Thomas G. Wrenn, Peoria; Russell H. Swisher, Buffalo; James D. McIntyre, Cin- 


cinnati; Philip E. Lawler, Boston; and Bernard F. Kalb, Jr., 


The first annual Massachusetts Mutual 
Life Group Conference was held at the 
Berkshire Inn, Great Barrington, Mass., 
from September 30 to October 3. The 
theme of the conference was the integra- 
tion of the Ordinary and Group sales 
forces. 

Business sessions were held on Mon- 
day, Tuesday and Wednesday, where 
various technical aspects of Group in- 
surance, new coverages, and mutual 
problems were discussed. Keynote 
speeches were given by President Leland 


Chicago. 


J. Kalmbach, Vice President Charles H. 
Schaaff, and Vice President Richard C. 
Guest. Vice President Guest also acted 
as moderator for the round table discus- 
sions. General Agent Donald C. Keane 
of New York City was present represent- 
ing the Massachusetts Mutual General 
Agents Association. 

On the lighter side, Walter J. Hurley, 
district Group manager at Detroit, cap- 
tured golfing honors in a two-day tour- 
nament. He won a kicker’s handicap af- 
fair on Monday and then won the low 
gross prize on Tuesday. 





Harry E. Manzer, Jr., Named 


Harry E. Manzer, Jr., Madison, was 
appointed director of agencies for Na- 
tional Guardian Life by the executive 
committee, effective October 1, it was 
announced by Richard Boissard, com- 
pany president. 

Mr. Manzer has been an agency super- 
visor since joining the firm in 1947. Prior 
to this time, he was a life insurance 
salesman in Madison, having entered the 
business upon completion of five years of 
service in the air corps during World 
War II 

As a director of agency, Mr. Manzer 
will be responsible for the overall super- 
vision of field offices located in Wis- 
consin, North Dakota, Minnesota and 
Ohio. He is a graduate of the University 
of Wisconsin and the Life Insurance 
Agency Management Association School. 


SUN LIFE APPOINTMENTS 
Sun Life has named Dr. J. Keith 
Gordon as medical director and executive 

officer, with Dr. Arthur W. Young as- 
sociate medical director. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











EDWIN H. HANEL DEAD 

Edwin H. Hanel, 76, an agent of State 
Mutual Life in Buffalo, died recently. 
He joined the company in 1922. His 
wife, a daughter and two sons survive. 
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RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








J. H. Hamill Heads Postal General Agents’ Assn. 





Left to right—Roy A. Foan, James H. Hamill and Arthur Milton 


As announced in last week’s issue of 
The Eastern Underwriter, James H. 
Hamill, CLU, general agent in Rochester 
for Postal Life, was elected president 
of the company’s General Agents As- 
sociation at the recent annual meeting in 
Rochester. 

Other officers chosen Alvin 
Wolff, New York City, vice president; 
George Ross, Middletown, secretary- 
treasurer; George B. Greenberg, New 
Haven, and John J. Lamula, New York 
City, were named to complete the ex- 
ecutive committee of officers. Mr. Hamill 
succeeds Arthur Milton, New York City, 
who as immediate past president becomes 
a director on the association’s board. 

The program included an all-day ses- 
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L are Pacific Mutual’s complete personal protection 
plans. One reason—ACCIDENT & SICKNESS DISABILITY INCOME 


is a coverage policy owners are proud to recommend. 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 


Doing business through General Agencies 
in 40 states and the District of Columbia 














sion devoted to business, addresses by 
Roy A. Foan, vice president and di- 
rector of agencies, and Paul Duling, di- 
rector of sales promotion. The meeting 
was followed by a reception and dinner 
for Mr. Foan, along with a showing of 
the technicolor sound film “Bermuda 
Bound,” giving those present a preview 
of what they’ll see at the company’s con- 
ference next March. Over 30 members 
of the Postal field force attended. 


Medical Directors Meeting 
A group of medical authorities are 
participating in the 60th annual meeting 


of the Association of Life Insurance 
Medical Directors of America, being held 
in New York this week at the Hotel 
Statler. Several hundred medical di- 


rectors are attending, from life insurance 
companies throughout the United States 
and Canada. 

Among the speakers at this year’s 
meeting are Dr. Philip S. Hench of 
Mayo Clinic, Nobel Prize winner, whose 
subject is cortisone and ACTH; Dr. H. 
M. Martin of Yale University, past presi- 
dent of the American Heart Association, 
and Dr. Francis R. Dieuaide, scientific 
director of the Life Insurance Medical 
Research Fund. 

President of the association and presid- 
ing officer is Dr. Lauritz S. Ylvisaker, 
vice president and medical director of 
Fidelity Mutual Life, Philadelphia. 


HEADS PRUDENTIAL DISTRICT 

Marion E. Hetler, most recently staff 
manager at The Prudential’s Bucyrus, 
Ohio detached office, has been appointed 
head of its Lorain district office. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 
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EXAMPLE OF COOPERATION 

The amazing turnout of more than 
800 at the meeting of the New Jersey 
Association of Insurance Agents week 
before last afforded ample evidence that 
the organized agents are alert to the 
interests of their assureds. To be sure, 
it was pleasant to be on the shore at 
Asbury Park in the early fall days. Also, 
there were many attractive features in 
the well-organized and carefully planned 
program. 

However, there was no question that 
what the delegates came to hear was 
the explanation of the new additional 
extended coverage endorsement which 
has just become effective in New Jersey 
by Leon A. Watson, manager of the 
Fire Insurance Rating Organization. This 
endorsement is new and untried and the 
New Jersey agents wanted to know what 
effect it will have on the interests of 
their clients. As with any new coverage, 
on which there is no experience to rely, 
a number of questions are involved. Ad- 
mittedly, it is in a state of experiment. 
The agents came armed with a lot of 
questions and many objections. Their 
chief objection appeared to be against 
the deductibles. Mr. Watson recognized 
that as a valid objection, and he was 
careful to explain why it was held to be 
necessary to eliminate the number of 
small claims which clog up the claim 
settling machinery and in which the 
processing consumes as much time and 
as much cost as do tlie larger claims. 

The fact remains that the agent wants 
to offer his clieni full coverage and the 
deductible is a definite means of sales 
resistance. 

It was a tribute to Mr. Watson that 
while many of his hearers came with guns 
ready to shoot at some of the misun- 
derstood or disliked features of the en- 
dorsement, his detailed and patient 
analysis of the endorsement and _ his 
sympathetic understanding of the posi- 
tion of the agents silenced the questions. 

Mr. Watson said frankly that the en- 
dorsement is an experiment and he 
thought that with experience, adjust- 
ments will be made. Fortunately, he had 


been in the midst of the entire problem 
since its inception and had the details 
at his finger tips. He explained the need 
for uniformity insofar as local condi- 
tions permit; in adjusting catastrophe 
losses, adjusters and special agents are 
called in from all sections of the coun- 
try and it is essential that they have a 
common ground on which to meet the 
situation. Also, as he said, when it 
comes to interstate risks, no assured can 
understand why he is covered in one 
territory and not in all territories. 

Finally, Mr. Watson said that his or- 
ganization has prepared a brochure, an- 
swering the principal objections which 
have been raised with respect to the en- 
dorsement. With this assurance, the con- 
templated questions were not raised. The 
agents were willing to rest their case 
for the present until copies of the pam- 
phlet are in their hands. 

This scene, to an observer, was a 
splendid example of the scrt of coopera- 
tion which can exist between the head 
of a company bureau and the agents. 
It is reminiscent of the manner in which 
General Manager William Leslie of the 
National Bureau of Casualty Underwrit- 
ers handles a situation which is wrought 
with possibilities of dissention. First of 
all, both of these men know what they 
are talking about. Both of them use 
logic and see both sides of a question. 
Mr. Watson has the confidence of the 
agents of New Jersey and of the business 
at large. He was never in finer form 
than when he took the platform to talk 
about such a moot question. 


Robert D. Thompson, general coun- 
sel, Western Department, Hartford Ac- 
cident and Indemnity, will celebrate his 
25th anniversary with the organization, 
October 16. He is a graduate of Uni- 
versity of Minnesota and Minneapolis 
College of Law. He first joined the 
Hartford in 1926 as an adjuster in 
Minneapolis, subsequently being made 
manager of Duluth office and later as- 
sistant to superintendent of the Western 
department. Prior to his appointment as 
general counsel for the Western depart- 
ment, Chicago, in 1947, Mr. Theipase 
was manager of the St. Paul branch 
office. 





A picture of the executive committee of 1952 Million Dollar Round 





Table, 


elected at Coronado, Cal., appears above. Reading left to right those in the picture 
are G. Nolan B earden, New E ngland Mutual, Los Angeles; William T. Earls, Mutual 
3enefit, Cincinnati, vice chairman; Walter N. Hiller, Chicago, chairman; John O. 


Todd, Northwestern Mutual, Chicago, 
Karlsruher, New York Life, New York. 


immediate past chairman; and Herbert P. 





Raymond H. Sponberg, National Life 
of Vermont, Minneapolis, has been ap- 
pointed a district governor of the north 
central region of the International Y’s 
Men’s Clubs. As district governor he 
will be responsible for activities of clubs 
in southern Minnesota, northern Iowa 
and southwestern Wisconsin. Mr. Spon- 
berg is a charter member of the Y’s 
Men’s Club in his home town of Man- 
kato, and he has been active in club 
activities since its founding. 





WILLARD CROTTY 


Willard Crotty has been named mana- 
ger of the insurance department of 
Lewis Grinnan Co., Dallas, Tex. Mr. 
Crotty, who assumed his new duties Oc- 
tober 1, will also be secretary of the 
mortgage corporation of the mortgage 
loan and insurance firm. For the last 
seven years, Mr. Crotty had been mana- 
ger of the insurance department of an- 
other Dallas company. He is a CPCU 
and past president of the Dallas Insur- 
ance Agents Association and of the 
Junior Chamber of Commerce. 


Jerome Steinert, associated with the 
National Automobile Theft Bureau for 
32 years, retired at the beginning of Oc- 
tober. He joined the Bureau on Novem- 
ber 1, 1919, and prior to that had been 
with the National Board of Fire Under- 
writers for 17 years. In his youth Mr. 
Steinert was an expert bicycle rider, par- 
ticipating in Olympic games and estab- 
lishing several records. 


PERCY CHUBB, 


Percy Chubb, II, partner of Chubb & 
Son, Inc., has accepted the chairmanship 
of the insurance division in the United 
Hospital Fund’s 1951 campaign for $3,- 
500,000. The 1951 appeal will be con- 
ducted until November 30 to assist 82 
member, voluntary hospitals in Greater 
New York to meet expenses incurred last 
year through dispensing free and part- 
pay care to thousands of patients. Mr. 
Chubb, active in five previous campaigns 
for the United Hospital Fund, is presi- 
dent and director of the Federal Insur- 
ance Co, and the Vigilant Insurance Co. 
He is executive committee chairman ol 
Cathay Insurance Co. 
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The Pinkerton’s 


Most of the fictional detective stories 
seem anemic to me compared to how 
detectives in actual life perform in the 
extremely difficult cases they have 
solved. Just how many of the most 
famous detectives in the world really 
operate is dramatically told in the files 
of Pinkerton’s National Detective Agen- 
cy, which was formed a century ago. Just 
as business institutions, including insur- 
ance companies, are making it a point 
now to have books written when they 
reach a century in age, and the FBI is 
telling of many of its operations through 
radio broadcasts sponsored by the Equi- 
table Life Assurance Society, the Pinker- 
ton Agency, which has had such an ex- 
traordinary experience in apprehending 
notorious bandits, train robbers, thieves 
and murderers, is publishing its history. 

As police and detectives are frequently 
the most secretive of all persons, it was 
wondered whether the Pinkerton’s, most 
famous detective agency, would permit 
its files to be made public. It decided to 
do so and James D. Horan and Howard 
Swiggett were commissioned to turn out 
the book which is called—“The Pinker- 
ton Story” and is published by G. P. 
Putnam’s Sons. Those authors not only 
had access to the complete files of the 
Pinkerton National Detective Agency, 
but they did a thorough research job, 
especially in New Orleans where the 
detective agency succeeded in getting the 
confessions which resulted in the break 
up of the Mafia. Some of the principal 
crimes in which the Pinkertons were 
successful in getting evidence and which 
are covered by the books, are these: 

The 12-man gang of train robbers, led 
by Frank Reno and which included his 
two brothers, Simeon and William. 

The Mollie Maguires, terrorists in the 


Pennsylvania coal mines, who assas- 
sinated many people. 
The case of Adam Worth, regarded 


as the most successful international thief 
—the man who stole the famous Gains- 
borough portrait, the Duchess of Devon- 
shire. 

The International Workers of the 
World who terrorized Montana during 
mining strikes. The Pinkertons were 
brought in after Governor Steunenberg 
Was assassinated. It was in the prosecution 
of Harry Orchard, who confessed his 
share in the crimes, that William E. 
Borah started on his way to the United 
States Senate and international fame. 
“Bill” Haywood, one of the three [WW 
leaders who was tried for the murder 
of the Governor, got off and spent the 
rest of his life in Russia. 

The Pinkerton Agency had its origin 
after Allan Pinkerton became the first 
Secret Service man. Pinkerton’s work 
Was to protect the life of Tresident 











was to uncover the 


Later, it 
operations of Confederate spies in which 
he was extremely successful. 


Lincoln. 


On February 11, 1861, Abraham Lin- 
coln left Springfield, Ill, his home, on 
his swing through the Middle West to 
the seaboard on the way to his first 
inauguration. N. B. Judd of the Presi- 
dent-elect’s entourage while in Indian- 
apolis got this telegram: “I have a mes- 
sage of importance for you wher re it can 
reach you by special messenger.’ 

Mr. Judd was an old friend of both 
Lincoln and Pinkerton. The message was 
of extreme importance. A plot had been 
discovered to assassinate the President 
when he arrived in Baltimore and would 
be going from one station to the other, 
there being no Secret Service at the 
time to protect the President of the 
United States. Through Pinkerton’s guid- 
ance the plot was frustrated and the 
mob in Baltimore never saw the Presi- 
dent when he was in the city. The 
chapter telling how Lincoln reached 
Washington safely is of historic value 
as so much misinformation has _ been 
printed on the subject. 

To me some of the most fascinating 
stories in the book are the careers of 
three of the most famous Pinkerton 
detectives. They were Timothy Webster, 
James McParland and Frank Dimaio. 
The manner in which these super-sleuths 
could hide their identities, disguise them- 
selves, pose as criminals or murderers 
and were able to deceive the real crim- 
inals so completely that they could not 
only join the gangs and organizations, 
but worm their way into the innermost 
recesses of crime plotting, is extremely 
interesting and dramatic. All those de- 
tectives would have been immediately 
shot or knifed if the criminals had 
known who they actually were. 

Webster was the first spy Pinkerton 
employed for the Government during 
the Civil War. He constantly journeyed 
into the South where he posed as a 
secret representative of the Confederacy 
who was getting facts for it about North- 
ern army operations. The manner in 
which he continuously crossed the bor- 
ders was unbelievably successful. Eventu- 
ally, he was recognized, arrested and 
hung by the Confederates. McParland, 
posing as a Mollie Maguire, and under- 
going terrific hardships in the mining 
regions, worked his way up in the Mollie 
Maguires until he was one of the assas- 
sination plotters in the top realm. He 
was able to prevent many assassinations, 
but getting warnings to the victims in 
the mining villages was not always pos- 
sible because of the time element and 
scarcity of transportation. Eventually, 
the evidence he dug up resulted in the 
arrest and the hanging of the Mollie 
Maguire leaders which killed the organi- 
zation. 

The Mafia had New 
throat. A continuous number of assas- 
sinations marked this reign of terror. 
The killing of the chief of police brought 
in the Pinkertons. The leaders of the 
Mafia were known and after the murder 
of the police chief were arrested by the 


Orleans by the 


outraged community, but conviction with- 
out confession looked impossible. The 
Pinkertons planted one of their most 
astute and resourceful operators, Frank 
Dimaio, into the jail where he posed as 
an extremely tough and_ blood-thirsty 
member of the Mafia. 

In all cases where the stamping out 
of these crimes became possible it was 
essential that there be confessions, and 
those confessions were gotten under ex- 
traordinary circumstances, all of them 
being described in The Pinkerton Story 
in a factual manner. 


* * * 


Some Pinkerton Book Stories 

Some interesting facts in the Pinker- 
ton files over the years are summarized 
in The Pinkerton Story as follows: 

On October 21, 1872, Bangs (a Pinker- 
ton manager) called on Ducey, an officer 
of the New York Central, to propose 
that the Pinkerton surveillance of con- 
ductors and ticket agents—to prevent cash 
frauds—be used by the railroad. He got 
little encouragement from Ducey who 
said “what would frighten Mr. Vander- 
bilt was our expenses.” 


In 1912 a well-known forger was being 
shadowed in St. Paul by a Pinkerton 
man, first employed that day. The forger 
with a woman companion entered a drug 
store with his shadow “covering the one 
and only entrance,” but after an hour 
he did not appear and the operative 
went in. 

There he learned the forger had told 
the druggist “they had just been married 
in the Ramsay County Court House and 
were anxious to avoid a crowd of friends 
whom they feared would attack them 
with rice.” The druggist had let them 
out his back door. 

The operative feared he would be 
discharged for carelessness, but two days 
later at St. Joseph’s Hospital on another 
matter he saw the forger and this time 
he did not see him. His arrest was ef- 
fected. He is still with Pinkerton. 





At Tuxpam, on the Pantapec River, 
in Mexico, another operative was living 
in a very bad hotel. He noticed the ex- 
treme cleanness of a Chinese laundry 
across the street, and saw the Chinese 
owner preparing his own meals. The man 
did the operative’s washing, conversing 
in pidgin English, and finally agreed to 
serve him meals, which were deliciously 
cooked. After two weeks he suddenly 
spoke in a very cultivated way, said he 
knew the operative was a Pinkerton man 
and that he was in the Chinese Service, 
watching Japanese shopkeepers along 
the Rio Grande. He said he had infor- 
mation about them, not of interest to 
his government, but of probable value 
to Washington, which he gave the 
Pinkerton man and which was sent to 
the State Department. 


While working as a Pinkerton house 


detective in Chicago later the same oper- 
arrested the son of a wealthy man 


ative 
for a petty theft. The father retained 
the famous Clarence Darrow who got 


the trial put off a year and then de- 
manded a jury. 

Darrow, who had defended Big Bill 
Haywood in his trial for the murder of 
Governor Steunenberg of Montana, was 
of course, a bitter enemy of the Pinker- 
tons. 

Cross-examining in his best manner, 
he asked the operative, “Is it not a fact 
that when you arrested this young man 
you beat him unmercifully.’ 

“Yes,” the operative replied, Darrow 
turning with gratification to face the 
crowded courtroom, “—it is not a fact.” 
Darrow demanded, unsuccessfully, that 
he be held in contempt for his insolence. 


* * * 
Say Morcom Was a Wise Leader 


3ecause Paul Rutherford, president of 
Hartford Accident and Indemnity, was 
not available for comment due to re- 


cent illness I asked Manning W. Heard 
and Wilson C. Jainsen, vice presidents of 
Hartford Accident and Indemnity, for 
estimates of the personality and stand- 
ing in the business of Clifford B. Mor- 
com, executive vice president of the 
Aetna Life Affiliated Companies, whose 
death has caused such widespread regret 
throughout the industry. Their com- 
ments follow: 

Mr. Heard: “In the sudden death of 
Clifford B. Morcom the casualty indus- 
try has lost one of its wisest leaders who 
has, for many vears, been a stabilizing 
influence in the business. He never acted 
impulsively and, with his ability to. sit 
and listen until all other opinions on 
a given matter were expressed, he sel- 
dom failed to reach a sound and con- 
sidered conclusion. His influence in our 
business was tremendous and he will be 
sorely missed.” 

Mr. Jainsen: “A colorful character and 
an important leader has suddenly and 
tragically been taken from the casualty 
insurance industry. For over forty years 
Mr. Clifford Morcom was an incre: isingly 
important leader. The industry will miss 
his counsels but will for many years be 
benefited by his judgments and person 
ality.” 

* ” * 


General McNarney’s Tribute 
to Insurance Business 


It was recently brought to my atten- 
tion the trie paid to the insurance 
business by General Joseph T. McNar- 
ney, USAF, Office of the Secretary of 
Defense, in speaking before a meeting 
of American Management Association in 
New York. Describing the organizational 
work of the Defense Department, Gen- 
eral McNarney pointed to the new de- 
fense projects rating plan and indicated 
that it is an example of the Government 
and industry working well together “to 
provide for preferential bulk rates on 
a uniform basis for workmen’s compen- 
sation and public liability insurance on 
defense contracts.” 

General McNarney further said: “To 
illustrate the great economies that can 
be realized from such a plan, a similar 
program in operation during World War 
II resulted in actual cost to the taxpay- 
ers of $114 million for insurance which, 
at standard manual rates, would have 
cost $310 million. This represents a re- 
duction of $196 million, or roughly a 
63% saving. 

“This plan has already been approved 
by Insurance Commissioners of over 40 
states. Its use by the military services is 
mandatory unless it can be shown that 
a departure from it is in the best inter- 
Government. In addition to 
the dollar advantages, this plan replaces 
the individually negotiated contracts 
with a single uniform, simplified and 
orderly plan, covering all risks, and still 
permits defense contractors to place their 
insurance through normal channels.” 


est of the 


* * * 


Laboratories’ Bulletin on Large 
Electric Motors 
Underwriters’ Laboratories, Inc., has 
released a new Bulletin of Research, 
No. 46, entitled “An Investigation of 
Large Electric Motors and Generators 
of the Explosion-proof are for Haz- 

ardous Locations, Class I, Group D.” 

This investigation was undertaken to 
obtain information on the pressures de- 
veloped by explosions of gasoline vapor- 
air mixtures in the casing of large, ex- 
plosion-proof electric motors and gen- 
erators for Class I, Group D, hazardous 
locations. Information was also obtained 
on the arrest of flame at the joints and 
shaft openings of such enclosures. 

Results of this investigation show that 
progressively higher explosion pressures 
were developed in the test vessel as the 
free internal volume of the vessel was 
increased. Higher explosion pressures 
were also developed when internal fans 
were rotating. 

Copies of this Bulletin of Research 
may be obtained by addressing Under- 
writers’ Laboratories, Inc., 207 East Ohio 
Street, Chicago 11. 
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Herd and Berry Give 
Flood Insurance Views 


CONGRESSIONAL HEARING HELD 
House Committee Rejects Truman Pro- 
posal for Money to Establish 
Flood Insurance Program 

The House Appropriations Committee 
in Washington last week turned down 
President Truman’s request for indem- 
nification appropriations and money to 
establish a national flood insurance pro- 
gram. The committee approved only 
$113,440,000 of the $400,000,000 asked by 
the President to help repair flood dam- 
age in the Mid-West. 

The committee released its hearings, 
disclosing that Government officials had 
outlined a program under which the 
$400,000,000 would be split up in this 
way: About $200,000,000 would be allo- 
cated to direct cash indemnification for 
property losses suffered by individuals 
and businesses in the recent Mid-West 
floods: $150,000,000 would be used for 
long-term rehabilitation loans, and $50,- 
000,000 would be used to set up a re- 
volving fund for a long-term Govern- 
ment insurance and reinsurance program. 

No Insurance Plan Developed 

The hearings revealed, however, that 
no actual plan of operation for the in- 
surance program had been developed, 
and that three insurance industry ex- 
perts had testified that any insurance 
program, as such, would not be feasible. 
On this basis it was believed by many 
observers close to the subcommittee that 
the bill reported would eliminate the 
insurance fund and the cash indemnifica- 
tion provisions of the President’s pro- 
gram. 

The insurance industry representa- 
tives, who were asked by Representative 
Norrell to give the committee the benefit 
of their experience in the field, were 
J. Ray Berry, general counsel, National 
Board of Fire Underwriters; J. V. Herd, 
executive vice president, America Fore 
Group, and J. D. Erskine, secretary, 
Insurance Executives Association. Mr. 
Herd formerly was a top official of the 
War Damage Corporation in World War 
I]. 
The testimony given by Messrs. Berry 
and Herd (Mr. Erskine did not testify) 
boiled down to an explanation that the 
President’s proposed program actually 
was not an insurance program in the 
true sense of the word, but would 
amount to an indemnification from the 
U. S. Treasury. A system of premium 
charges which would cover losses in a 
flood as severe as the recent disaster 
could not be set up under reasonable 
rates, they said. 

Private industry has not been able to 
write flood insurance on a broad scale, 
largely because “experience has _ indi- 
cated,” Mr. Berry said, “that flood in- 
surance is sought only by those who 
are exposed to flood damage... (and) 
are subject to the peril of recurring 
flood.” Since only the poorest risks are 
potential purchasers, they explained, the 
principle of spreading the risk could not 
be applied and premiums would have to 
be prohibitive. 

IEA Flood Damage Study 


Mr. Herd pointed out that the Insur- 
ance Executives Association several 
weeks ago appointed him to head a 
special committee to study the particular 
problem of flood damage coverage. A 
previous study along these lines was 
made in 1944, he added, by “competent 
engineers.” On the basis of the study, 
he said, the insurance industry commit- 
tee “came to the conclusion at that time 
that it was not feasible or practicable to 
provide coverage against flood damage 





on an insurance basis.” 

Mr. Herd said the problem of flood 
coverage could not be compared with 
the problem of war damage, as President 
Truman did in his flood message to 
Congress, and as was done by Govern- 
ment witnesses in the current hearings. 
There is “no comparison whatever” be- 
tween the two types of programs, Mr. 
Herd said, principally because “yor 
flood damage program would be from 
here on out and you would never know 
what the potential was from year io 
year, whereas under the war damage 
program, we knew it was for the dura- 
tion of the emergency or the duration 
of hostilities, and we liquidated... 
when hostilities were ended.” 

He added, however, that if Congress 
decides to set up some sort of indem- 
nity program he feels that the facilities 
of private insurance companies can be 
made useful in administering it and that 
the industry probably would make its 
facilities available. 

No Feasible Program Offered 

“On the evidence presented to the 
committee,” the committee said, “the 
flood insurance phase of the program 
cannot be put into effect. Apparently 
private insurance companies either can- 
not or will not undertake a program of 
such magnitude where the risk is well- 
nigh incalculable. 

“As far as any form of Government 
insurance is concerned, no feasible pro- 
gram was adyance by anyone. The evi- 
dence presented was insufficient to be 
the basis for any opinion except that the 
whole matter should be the subject of 
an exhaustive and detailed study that 
was not possible in a speedy hearing on 
an emergency program. 

“On the scant and insufficient evidence 
presented, I think any reasonable person 
would conclude that any wide-scale and 
all-inclusive program of flood insurance 
is out of the question. However, in order 
to prevent mass unemployment due to 
any wholesale uprooting cf industry—if 
evidence adduced should indicate such 
a probability—it might be possible to 
inaugurate some selective insurance pro- 
gram through the cooperation of private 
insurance companies with premiums paid 
for a brief period—for example, 10 years 
—by the joint contribution of the Fed- 
eral Government, the state or local 
government, and the industry itself. 
Every possible solution should be thor- 
oughly explored.” 


ee 9 sue 
Firemen’s Dividend Boost 
Directors of the Firemen’s of Newark 
this week voted to increase the annual 
dividend from 70 cents a share to the 
rate of 80 cents a share. 








AUTO HEARING ON NOV. 7 





N. Y. Dept. and National Auto Under- 
writers Ass’n to Discuss Formula 
for Making of Rates 

Following a request of the National 
Automobile Underwriters Association for 
a hearing on automobile physical damage 
rates the New York Insurance Depart- 
ment has set Wednesday, November 7, 
for such hearing. 

In a letter to J. Ross Moore, manager 
of the NAUA, Deputy Superintendent 
George H. Kline stated that the rating 
organization would be expected to show 
cause at a hearing in New York on 
Wednesday morning, November 7, why 
the rates for automobile fire, theft, 
collision and comprehensive coverages 
should not be revised in accordance with 
the Department’s request of July 24. 

At that time Mr. Kline rejected rate 
increases proposed by the rating bureau 
on the grounds that they did not meet 
with the requirements of the Insurance 
Law and suggested that the NAUA 
make a new filing, keying the ratio to 
a 54.5% permissible loss ratio including 
allocated claim expense. 

Stating that it disagreed in principle 
and in fact with the reasoning set forth 
in the letter of disapproval, the NAUA 
requested a hearing on its proposed rate 
changes which it argued were necessary 
and met the standards established by 
law. These changes would increase the 
state’s over-all rate level by approx- 


imately 8.6% or $6,000,000. 


W. E. McKell Selected for 
Gen’! Brokers’ Medal Award 


W. E. MckKell, vice president of 
American Surety Co., has been selected 
as the 1951 winner of the General Insur- 
ance Brokers’ Association gold medal 
award for rendering the “most meritori- 
ous service” to the insurance industry. 
Mr. McKell’s designation was announced 
by Samuel Oberman, president of the 
organization. 

The recommendation of the gold medal 
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advisory committee of the General Bro- 
kers’ Association, headed by Frank A, 
Christensen, president, America Fore 
Companies, was approved unanimously 
this week by the association’s executive 
committee. 

The presentation of the award to Mr, 
McKell will take place at the 26th an- 
nual dinner of the organization Wednes- 
day, October 24, at Hotel Astor, New 
York. At this affair Superintendent of 
Insurance Alfred J. Bohlinger of New 
York will be toastmaster. 


James M. Mead to Speak 
At N. Y. Brokers’ Lunch 


Former United States Senator James 
M. Mead, chairman of the Federal Trade 
Commission for the past two years, will 
be guest speaker at the anniversary 
luncheon of the Insurance Brokers’ As- 
sociation of New York, Inc., which will 
be held Tuesday, November 13, in the 
grand ballroom of the Hotel Astor. 

George H. Ort, executive vice president 
of the association, announced that ticket 
reservations are being received at the 
association’s offices at 90 John Street, 
New York. 


William D. Winter Addresses 
Young Men’s Board of Trade 


William D. Winter, chairman of the 
executive committee, Atlantic Mutual, 
was the guest speaker Tuesday, October 
9, at the luncheon meeting of the insur- 
ance committee, Young Men’s Board of 
Trade, New York City. His topic was 
“The Growth of Multiple Line Opera- 
tions and the Outlook for the Future.” 
About 35 attended. Mr. Winter was in- 
troduced by Frank S. Burrows, Provi- 
dence Washington, who is chairman of 
the insurance committee. 


National of Hartford 
Opens New York Office 


The National Fire of Hartford off- 
cially opened its New York City metro- 
politan department at 85 John Street on 
Wednesday. W. L. Bellmer, vice presi- 
dent of the National of Hartford Group, 
has been transferred to New York and 
is in charge of business handled here. 
This new office will make available to 
producers in the metropolitan area the 
home office facilities of the National. 

Mr. Bellmer, who served in New York 
early in his career and then was state 
agent for the National in West Virginia, 
returned to New York in 1939 to super- 
vise the group’s countrywide binding and 
service office. Later he was transferred 
to the National’s home office in Hartford 
where he supervised the New York bind- 
ing office and nationwide brokerage 
operations. 


25 YEARS WITH HOME 
Two members of the home office of 
the Home Insurance Co. celebrated their 
25th anniversary with the company at a 
luncheon given in their honor, October 9, 
at the company’s headquarters in New 
York. Honored guests were Deweyna P. 
Anderson, loss department, and Law- 

rence Kelty, western department. 
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Stress British-American Friendship at Dinner 


Many Insurance Notables Attend Waldorf-Astoria Affair Given In Honor Of 
J. W.J. Levien, Atlas Assurance General Manager And Immediate 


Past President Of Insurance Institute Of London 


A dinner at the Waldorf-Astoria one 
bite last week quickly developed into 
a “hands across the sea” affair. The 
host was Frank A. Christensen, presi- 
dent, America Fore te Group, 
and guest of honor was J. J. Levien, 
general manager of Atlas Acetone Co., 
Ltd., one of the principal companies op- 
erating in the international scene. Mr. 
Levien is also immediate past president 
of Insurance Institute of London. An- 
other notable figure from London at the 
dinner was Sir Patrick Ashley Cooper, a 
director of the Bank of England. The 
other guests included United States man- 
agers of British companies, some leading 
executives of American companies and 
managers of the inter- company organi- 
zations in fire, marine, casualty and 
surety insurance. In addition to the host 
and Messrs. Levien and Cooper the 
speakers were Harold C. Conick, U. S. 
manager of Royal-Liverpool Group, and 
D. R. Ackerman, chairman of Great 
American companies. 

This dinner was an aftermath of the 
visit paid to London last spring by Mr. 


‘Atlas Is 143 Years Old ‘ 


The Atlas, which was founded in 
1808, has been operating in the United 
States since 1886. At the end of 1950 
the United States branch had assets 
of approximately $13,000,000. Policy- 
holders’ surplus of the U. S. branch 
at the end of last year was $4,507,000. 
Operations in the United States are 
directed by Cornelius M. Gallagher. 
The funds of the branch trusteed on 
December 31, 1950, with Bank of 
New York and Fifth Avenue Bank, 
New York, for protection of policy- 
holders amounted to $8,778,547, equal 
to 68% of the U. S. branch assets 
and to 104% of outstanding liabilities. 
The company’s home office balance 
sheet as of December 31, 1949, showed 
assets of £35,590,347, capital paid-in 
Haas and net surplus of £5,696, 

American affiliates of Atlas Assur- 
ance are Albany Insurance Co. and 
Quaker City Fire & Marine Insurance 
Co. of Philadelphia. Mr. Gallagher is 
president of the Albany and vice 
president of the Quaker City. | 

















Christensen, who had accepted an in- 
vitation from then President Levien of 
the Insurance Institute of London to 
give the members an opportunity to 
hear his views on problems confronting 
American insurers in the property and 
casualty fields, problems not having their 
counterparts in Great Britain. The fact 
that he had been president of the Na- 
tional Board of Fire Underwriters in the 
1945-47 term was also a contributing fac- 
tor in extending this invitation. The title 

Mr. Christensen’s address was “In- 
surance in the United States With Its 
Attendant Problems,” and the audience 
was about as distinguished a body of top 
Insurance executives as could be assem- 
bled anywhere. Mr. Christensen’s Lon- 
don talk made a very deep impression, 
not only on his audience, but through- 
out the international insurance world as 
it was printed in full by the British 
insurance press, one paper devoting space 
in two issues to it. The British papers 
followed this with comment about the 


By CLARENCE AXMAN 


visit and the address in later issues, all 
of a decidedly complimentary nature. 


Stress Importance of British-American 
Entente Cordiale 


The international aspect of the Wal- 
dorf occasion was first noted when the 
menu card was seen. It had a linking 
in colors of American and British flags. 
The dinner was an informal affair at 
which everybody arrived from offices in 
business clothes and soon the host and 
the guest of honor were calling each 
other by their first names. All of the 
talks emphasized the importance of the 
necessity of entente cordiale between 
the English-speaking nations in this time 
of great crisis. 

Both the British guests were assured 
that any portion of their talks having to 
do with political and similar situations 
would be off the record, which gave the 
speakers the opportunity to furnish their 
American brethren with lowdowns across 
the sea. It was gratifying to learn the 
depth of confidence which British people 
feel in the future. 

When Mr. Christensen learned that 
Mr. Levien was coming to this country 
as part of an itinerary in a journey of 
thousands of miles which will include 
visits to New Zealand, Australia and 
South Africa, he invited the British man- 
ager to be his guest here at a dinner 
where he could meet representatives of 
all divisions of the property and casu- 
alty insurance fields. 

Career of Mr. Levien 


J. W. J. Levien, who is one of those 

career men who started with an organi- 
zation as a boy and reached top execu- 

tive rank got his first position with 
Atlas Assurance Co., Ltd., in London, in 
1910. For two years he worked in Lon- 
don and when he was 18 years old he 
went to the company ’s Calcutta branch. 
For a number of years then he found 
himself in one of the most interesting 
and picturesque parts of the globe—the 
great Far East. In 1926 he became mana- 
ger of the Calcutta branch with control 
of all of India (except a part of Western 
India); and of Burma and Ceylon. 

In 1935 he returned to the head office 
in London with the title of assistant 
secretary. Mr. Levien became secretary 
at the head office in 1937 and was made 
assistant general manager 1944. His pro- 
motion to general manager came in 1946. 

Mr. Levien’s prestige in the insurance 
business is indicated by the posts he has 
held or holds in inter-company insur- 
ance organizations. In addition to hav- 
ing been president of Insurance Institute 
of London he is Deputy Chairman of 
British Insurance Association and chair- 
man of the Fire Protection Association, 
London. He is chairman of the Essex & 
Suffolk Equitable Insurance Society, 
Ltd., and is a director of the Aviation 
and General Insurance Co., Trade In- 
demnity Co., Albany Insurance Co. and 
Montreal Life Insurance Co. 

Sir Patrick Ashley Cooper’s Career 

Sir Patrick is not only one of the most 
distinguished personalities in England, 
but is regarded in Canada as one of that 
nation’s principal business figures due to 
his activities as Governor of the Hud- 
son’s Bay Co., whose headquarters are 
in Winnipeg and with which company 
he has been affiliated for 40 years. When 
a young man he made a trip to the 





United States in which he visited many 
parts of the country, and he has been 
here on numerous occasions since. Seven- 
teen years ago he became a director of 
Northern Assurance and in May last 
year was made chairman of the com- 
pany. 

Sir Patrick’s academic education was 
at Cambridge and Aberdeen universities 
and his education has included study of 
law. During his career he has had con- 
siderable experience in financial and in- 
dustrial reorganizations. 

Beginning with 1931 he started hold- 
ing a number of important positions in 
public life, the first one being as a 
member of the National Economic Com- 
mittee. In 1936 he became a member of 
the British Air Ministry Advisory com- 
mittee and in 1938 he had membership 
in the Rhodesia-Neyasland Commission. 
In 1942 he was director of finance, Min- 
istry of Supplies. Other public posts 
have included membership in London 
Transit Board and in Ministry of Labor 
Appeal Tribunal. He has been high 
sheriff of County of London and high 
sheriff for Hertfordshire. Also, he is a 
lieutenant and a freeman of London. 
Levien Tells of Widespread Operations 

of Atlas 

In his talk at the dinner Mr. Levien 
said: “I feel greatly honored by the 
courtesy you have extended to me in 
providing me this evening with the op- 
portunity of meeting so many of your 
distinguished friends, and in accepting 
that honor I would like to think that I 
may do so not only on my behalf but 
also of all my friends in Great Britain— 
brother general managers of British in- 
surance companies.” 

Mr. Levien said that the Atlas is oper- 
ating in 48 overseas countries, apart 
from the United States and United King- 
dom. 


Drucker-Hilbert Co., Inc. 
Left to right—J. W. J. Levien, Mrs. Christensen, Mrs. Levien, Frank A. Christensen 


“Many of these countries were, of 
course, occupied by the enemy during 
the war but we reentered them as soon 
as the authorities allowed us to do so,” 
he told his audience. “In fact, we were 
back in Belgium in 1944, before the 
conquest of Germany. We reentered, for 
example, Denmark, France, Greece and 
Holland in 1945; Siam, Indonesia, 
Burma and Malaya in 1946 and soon in 
many parts of the world. Since then we 
have been engaged in the heavy task of 
re-constructing our business.” 

After discussing how the British com- 
panies are meeting the — ational sit- 
uations arising out of the changing value 
of world currencies and various direc- 
tions and restrictions on remittances Mr. 
Levien gave a picture of the changing 
autonomy scene. For example, the sub- 
continent of India, as it once was, has 
now become India and Pakistan, which 
are now independent states. “In Malaya 
and Indonesia Communist activities are 
not making it any easier to conduct our 
business, but we are carrying on there 
and elsewhere,” he said. 


Sidelights on Far East 


Mr. Levien gave some interesting side- 
lights on Indonesia and Malaya where 
there has been considerable banditry and 
those engaged in such operations do a 
considerable amount of damage. “There 
has been a heavy loss of life among, for 
instance, European planters on the rub- 
ber estates,” he explained. “I feel myself 
that the fact that British people are still 
carrying on their work on the rubber 
estates, despite the daily dangers with 
which they are faced, is an example of 
British endeavor.” 

He described an interesting loss of 
the Atlas in Malaya in connection with 
a tin dredge. Owing to bandit activities 
the British authorities had instructed the 
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European personnel to leave the area. A 
certain number of native personnel re- 
mained and some of these people knew 
how to use dynamite. The dredge was 
floating in what is called a paddock (a 
kind of large pond) and the local in- 
habitants thought that a day’s fishing 
might be a good idea. They thought also 
that this might be done without any of 
the tedium which is apt to be associated 
with fishing. They, therefore, exploded 
the dynamite in the paddock, but the 
force of the explosion opened the plates 
of the hull of the dredge and she sank, 
becoming pretty well a total loss. “We 
paid the claim,” commented Mr. Levien, 
“but got none of the fish.” 
Recalls Flying Bomb Raids 

In discussing the fortitude and courage 
of the British people Mr. Levien gave as 
an example what they had gone through 
during the bombing by the Germans. 

“In the 10 weeks of the flying bomb 
attack 400,000 houses were destroyed or 
damaged,” he said. “During every hour 
of the attack 700 houses were damaged 
or destroyed in the greater London area 
and the total number of houses com- 
pletely destroyed exceeded 25,000. Houses 
rendered uninhabitable numbered 50,000. 
This is what happened within the course 
of 10 weeks, but the flying bomb attack 
had been preceded by other kinds of 
bombing.” 

His concluding comments follow: “We 
shall come through and once more be- 
come a real force to be reckoned with in 
the councils, and if need be, the turmoils 
of the world. In meantime, it is more 
than gratifying to me in this distin- 

guished and representative gathering to 
convey our deep sense of gratitude for 
all that you people in the United States 
are doing to help us in our difficulties. 
I know that it must be exasperating to 
have to lend money to Europe, for exam- 
ple, but, to take our own case, we came 
out of the war in pretty bad shape and 
one wonders which is the least pleasant 
situation in which to be—to be the lender 
of money to a sick friend during con- 
valescence or to be the friend who has 
to borrow. I leave that to your good 
judgment.” 
Sir Patrick’s Talk 

Sir Patrick Ashley Cooper followed 
Mr. Levien with felicitous comments 
upon Americans whose traits, along with 
those of the Canadians, have impressed 
him so pleasantly in his contacts with 
them over the years. He was grateful, 
he said, for the opportunity to meet so 
many representative insurance men from 
this side of the water as were at the 
dinner and he called the dinner a most 
happy occasion. He shared with those 
present the feeling that the closer the 
ties between the English speaking people 
the more powerful will be the influence 
exerted in direction of the future peace 
of the world. 

Conick Sees Requiem Over Socialism 

and Communism Coming 

Mr. Conick said that the fundamental, 
deep-seated beliefs of British and Ameri- 
can citizens in the system which has 
done so much in making nations power- 
ful and prosperous are the same. Those 
beliefs have grown because they have 
seen what individualism and _ private 
capitalism have done, They are firm 
in their desire to protect the structure 
of business and of insurance, the bul- 
wark of industry and property owner- 
ship. 

Mr. Conick said if these ideals did not 
continue to prevail it would eventually be 
disastrous to civilization, but fortunately 
in various nations there has been a turn 
in the tide against Communism, Social- 
ism and other isms with their disregard 
for private property, and that turn in 
sentiment is being constantly reflected 
by newspaper dispatches demonstrating 
a hardening of thought in Atlantic coun- 
tries which will eventually sound the 
requiem over Socialism, “In many parts 
of the globe,” he said, “capitalism has 
given more people a better chance to live 
a life of freedom with happiness for 
themselves, their children and_ their 
grandchildren.” 

In commenting on relationships be- 
tween British and American insurance 


which at one time left room for improve- 
ment, Mr. Conick said: 

“That attitude has probably not been 
forgotten, but the wheel of history and 
current thinking constantly changes in 
its direction and that wheel finally re- 
volved until it reached a place where the 
president of the Insurance Institute of 
London invited the America Fore presi- 
dent to come to England and sound his 
views. That such an evolution in British- 
American insurance relationships could 
have taken place would have’ been 
thought incomprehensible. But that in- 
vitation and its acceptance has done a 
lot for international entente cordiale.” 


Christensen Discusses His Visit 
to Britain 

In his talk Mr. Christensen again ex- 
pressed his appreciation to the guest 
of honor and to the Insurance Institute 
of London, both for the opportunity to 
appear before the Institute and for the 
many courtesies which had been ex- 
tended to him while in Britain. Those 
courtesies, he said, began when his ship 
docked at Souththampton and continued 
all through his stay. More friendship to 
a visitor could not easily have been 
shown, he continued, or have resulted 
in cementing a finer friendly relation- 
ship. He understood that the invitation 
was something more than a_ personal 
compliment to him, but grew from a 
deep and general feeling among British 
top executives of friendship for this 
nation and also a genuine desire to get 
the personal views of a former president 
of the National Board of Fire Under- 
writers and an executive of American 
insurance companies. He had _ also 
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Left to right—J. W. J. Levien, Frank A. Christensen and Cornelius M. Gallagher 


profited by learning British viewpoints 
from men who play such an important 
role in the British ecoonmy. 

Earlier in the evening Mr Christensen 











“You Forgot to sellme Additional Living Expense Insurance” 


Maybe the sketch exaggerates a bit. But the fact is that few householders 
realize that when a home burns, new living quarters must be secured 
within hours of the blaze. Many months may elapse before the residence 
can be repaired or rebuilt, then refurnished. 

ADDITIONAL LIVING EXPENSE coverage should be included in every 
fire policy. It saves the insured hundreds of dollars in unexpected expense 
for temporary hotel or apartment rental and other costs. 
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read a message from J. Victor Herd, 
executive vice president of America Fore 
and chairman of the executive committee 
of the National Board, in which Mr. 
Herd told of his regret in not being 
present. He had been prevented from 


attending the dinner because of the 
funeral of his father. 
The Guests 


In addition to President Christensen, 
Vice President Frank S. O’Brien and 
Frank Ennis, director of public relations 
of America Fore, the following were the 
dinner guests at the dinner to Mr. 
Levien: 

Philip J. Priore, U. S. manager of Sun In- 
surance office; W. N. Ballment, Australian mana- 
ger. 

L. A. Vincent, manager; A. Bruce Bielaski, 
assistant manager; J. Raymond Berry, general 
counsel; Rollo Fay, Pacific Coast manager, Na- 
tional Board of Fire Underwriters. 

Harold Wayne, general manager; Joseph G. 
Bill, counsel, Inland Marine Underwriters Asso- 
ciation, 

Olin L. Brooks, president, Globe & Rutgers. 

F. W. Doremus, manager, Eastern Under- 
writers Association, 

George H. Duxbury, U. S. manager, North 
British & Mercantile. 

J. D. Erskine, secretary, Insurance Executives 
Association, 

Cornelius M. Gallagher, U. S. manager; F. J. 
Barry, secretary; Franklin Thurnall, secretary; 
Frank L. Ludington, Western manager, Atlas. 

Vincent L. Gallagher, assistant U. S. mana- 
ger, Pearl Assurance. 

Arthur C. Goerlich, dean, School of Insurance, 
Insurance Society of New York. 

B. C. Vitt, president, American Insurance 
Group. 

Gilbert Kingan, U. S. manager, London & 
Lancashire. 

John Newlands, general attorney, U. S. 
branch, Scottish Union & National. 

Walter Meiss, U. S. manager, London As- 
surance. 

H. W. Miller, U. S. manager, Commercial 
Union Group. 

=. D. Patton, U. S. manager, Northern As- 
surance. 

Alan O. Robinson, U. S. manager, Yorkshire. 

Everard P. Smith, U. S. manager, Norwich 
Union. 

J. Ross Moore, manager, National Automobile 
Underwriters Association. 

H. Lloyd Jones, general manager, Phoenix- 
London Group. 

George L. Armstrong, chairman, U. S. board, 
Caledonian. 

James M. Haines, former general manager, 
Phoenix-London Group. 

William Leslie, manager, National Bureau of 
Casualty Underwriters. . 

Martin W. Lewis, president, Surety Associa- 
tion of America. 

Henry C. Pitot, vice president, Virginia Fire 
& Marine. 

H. Gwyn, assistant U. S. manager, Cen- 


tury. 
Rexford Crewe, Hartford Accident & Indem- 
nity. 


WINNIPEG AGENTS ELECT 

G. F. Shoales has been elected presi- 
dent for 1951-52 of the Winnipeg In- 
surance Agents’ Association; and on the 
executive committee are R. B. Sanders, 
L. E. Alsop, J. H. Wilson, William 
Bruce, A. T. Davies, J. D. Killey, Sylvan 
Leipsic and W. T. Lough. 
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VAN VECHTEN ON RATES 





NAIA President Says Rates Must Be 
Revised Periodically to Keep Pace 
With Business Costs 
Although the insurance industry is 
told that it must keep rates reasonable, 
adequate, and not unfairly discriminatory 
the natural question in these inflation- 
ary days of 1951 is, “Who knows what’s 
reasonable ?” J. F. Van Vechten, presi- 
dent of the National Association of In- 
surance Agents, speaking at the annual 
convention of the Connecticut Associa- 
tion of Insurance Agents recently at 

New Haven, said: 

“Yes, rates must be reasonable: they 
must be based on average costs, they 
must be adjusted by experience, and 
they must be revamped as economic 
conditions dictate. Of course,” he warned, 
“we must also take care that we do not 
price ourselves out of business.” 

In stressing the necessity for ade- 
quacy in rates, Mr. Van Vechten asked, 
“What good is an insurance policy if, 
when the loss comes, rates have been 
inadequate. In 1916 my agency had a 
most unpleasant experience with a little 
casualty company whose rates had been 
inadequate. No policyholder of ours lost 
a dime—our agency took the rap. 

“We are constantly hearing about the 
cost of doing business both from inside 
and outside the industry. Concern about 
acquisition costs and commissions is 
evident. As the owner of insurance poli- 
cies of all kinds, some stock company 
shares, and as an insurance agent, I am 
naturally interested. So I checked into 
the costs of agency operation. Taking 
our own agency, I found that if I mul- 
tiplied our total 1941 operating costs by 
192.7% I would arrive at the exact oper- 
ating cost for 1950. So, you see that 
agency costs have risen, too.” 





United India Chairman 


Sees Business Expanding 

M. Ct. M. Chidambaram Chettyar, 
chairman of the United India Insurance 
Co., says the volume of insurance has 
increased remarkably in India in the 
past few years and is bound to increase 
more. On a world tour of Europe, 
U. S. A. and the Far East, Mr. Chettyar 
visited American International Under- 
writers in New York recently. 

The United India is a multiple line 
company with head office in Madras 
and one of the leaders in India. It acts 
as landlord for the joint branch office 
of the Hanover Fire and the New Hamp- 
shire Fire, both in Bombay and Madras. 
American International Underwriters are 
the foreign managers for the Hanover 
and New Hampshire. 

Mr. Chettyar said that the Indian peo- 
ple were becoming more insurance 
minded, especially in the life insurance 
field where the possibilities for expan- 
sion are large. 


Margrafft State Agent in 
Pa. for Pacific National 


Appointment of Gerard A. Margraff as 
state agent for Pacific National Fire is 
announced by W. B. Winchell, vice presi- 
dent of the company at Eastern depart- 
ment headquarters in Philadelphia. Mr. 
Margraff’s territory will comprise a por- 
tion of western Pennsylvania, with head- 
quarters in the Investment Building, 
Pittsburgh. The appointment becomes 
effective November 1 


B. G. Rumsey Retires 


B. G. Rumsey, secretary of the Sun 
Insurance Group, retired September 30 
at his own request. He had served the 
United States branch for 25 years and 
was in charge of fire underwriting in the 
Eastern department since 1933. His in- 
surance, career covers over 40 years, 
including service with the Eastern 
Underwriters Inspection Bureau and the 
Home Insurance Co. He is a graduate 
“niggas from Pennsylvania State Col- 
ege 
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The Coinsurance requirement presently 


is loaded with dynamite for many Insured. 


It is your duty therefore on every possible 
occasion to bring home to them the mean- 


ing of this Clause, and its implications. 


We cannot emphasize that service 


suggestion too strongly. Company loss 
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Loss Bureau Branch To 
Be Opened in Toronto 


PELTON MANAGER FOR ONTARIO 





Underwriters Adjustment Bureau Ex- 
pansion Hailed as Major Step 
to Improve Services 





To consolidate methods employed by 
adjusters all over the province, an On- 
tario division of the Underwriters’ Ad- 
justment Bureau Ltd. is to be estab- 
lished in Toronto in November. Top 
adjusters regard the Ontario division as 
a major step in insurance circles in the 
province, and an important development 
in business economy. 

The bureau represents more than 125 
member fire and casualty companies in 
Canada as well as a substantial number 
of other insurers in Canada and the 
United States. Operations of the On- 
tario division will be organized on the 
same basis as that of the Quebec divi- 
sion, which was established in Montreal 
in January. Head offices are also in 
Montreal. The bureau will maintain close 
liaison with the General Adjustment 
Bureau, Inc., in the United ‘Sti ates, for 
settlement of U. S. claims. 

Pelton to Become Manager 

G. M. Pelton, president of Edwards 
& Angas Ltd., is to become manager of 
the Ontario division, with headquarters 
in Toronto. Stewart Angell of Angell & 
West, Ltd., has been appointed assistant 
manager, and H. S. Angas is general 
consultant for the bureau in Canada. 
Other senior executives in the Toronto 
office will be E. A. Newman, Wilson 
West, Henry Ruttan and Bruce Kay. 

Members of the executive committee 
of the bureau are President Norman G. 
Bethune, Toronto, Home Insurance Co., 
New York; Alfred Campbell, Montreal, 
North British & Mercantile; J. H. Har- 
vey, Toronto, Great American; S. M. 
Elliott, Montreal, Phoenix Co. of Hart- 
ford; R. H. Leckey, Toronto, Aetna of 
Hartford, and O. W. Dettmers, Mon- 
treal, Willis Faber & Co., Canada, Ltd. 
All are managers for Canz ida of their 
respective companies. Toronto offices of 
the bureau will be in the Foy Building, 
32-34 Front Street, West. 


Miami Agents to Prepare 


Plan for City Insurance 

The Miami, Fla., City Commission has 
agreed unanimously that Greater Miami 
insurance agents are going to be asked 
to recommend a policy on handling the 
city of Miami’s coverage. A commission 
spokesman said the agreement came only 
after “a big blowoff on past handling 
of the city’s policies.” 

The thing that touched it off was let- 
ting of a $1, 311,750 fire and windstorm 
policy on the city’s Dinner Key property. 
The big five-year policy carries an an- 
nual premium of $6,371. It has been 
divided 40% to Frank O. Pruitt, 40% to 
Raymond Butler and 20% to the Steven- 
son-Houston-Hosford Co. 

According to the Miami Herald, Com- 
missioners William W. Charles and Per- 
rine Palmer, Jr., complained that they 
hadn’t been consulted on the letting. 
Charles also suggested that the city 
should call for competitive bids on all 
its insurance. 

The city’s policy in the past has been 
to place insurance with agencies selected 
by members of the commission. There 
have been some calls for bids by the 
purchasing agent. 

3ut the Commissioners decided they 
want the underwriters to advise them 
now on how it should be done propertly. 


Northern Assurance Names 
Brooks Special in Maine 


The Northern Assurance has appoint- 
ed Robert J. Brooks as special agent 
in Maine, with headquarters at 22 Monu- 
ment Square, Portland. A_ native. of 
Maine he received his education in 
Portland. During the war he served 
with the U. S. Navy and later entered 
the insurance local agency business. 
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Bennett Proposes Pa. Law Revision 


To Curb Auto Dealers as Agents 


An amendment to the present Pennsyl- 
vania licensing law, designed to restrict 
licensing of automobile dealers as insur- 
ance agents, was proposed by General 
Counsel Walter H. Bennett of the Na- 
tional Association of Insurance Agents 
when he addressed the annual convention 
of the Pennsylvania Association at Wer- 
nersville this week. As the situation 
stands today in Pennsylvania he sees no 
opportunity of putting automobile deal- 
ers out of the insurance picture. 

To change this situation Mr. Bennett 
proposes that Section 603 of the Penn- 
sylvania licensing law be amended to 
contain, among other provisions, the fol- 
lowing requirements that the applicant: 

““(e) is reasonably familiar with the insurance 
laws of this Comonwealth and with the provi- 
sions, terms and conditions of the policies or 
contracts he is proposing to solicit, negotiate or 
effect, anc 

“(f) is then engaged or intends to engage 
in the business of writing or negotiating insur- 
ance as his principal business or occupation or 
as a substantial part thereof, separate and apart 
from any connection which he may have with 
any partnership or corporation whose principal 
business is the lending of money, and 

““(g) is not seeking such license for the pur- 
pose or intention principally to solicit or place 
insurance on his own property or that of rela- 
tives, employers or employes, or that for which 
they or the applicant is agent, custodian, ven- 
dor, bailee, trustee or payee, and 1 

“(h) intends to be actively engaged in good 
faith in soliciting or writing insurance trom 
the public generally, and 

(i) is not seeking a license in order to evade 
the laws against rebating and discrimination, 
either for the applicant or for some other person, 
ant ys : 

“(j) does not intend, directly or indirectly, to 
coerce or intimidate the placing of insurance 
the intent of this clause is to prohibit coercion 
of insurance and to preserve to each citizen of 
the Commonwealth the right to choose his own 
agent or insurance carrier, and 

“(k) will not et in unfair competition or 
unfair trade practices in the bus siness of insur- 
ance, 





“The amendment of the present licens- 
ing statute in line with the above sug- 
gestion would entirely change the pic- 
ture,” Mr. Bennett said. “Where auto- 
mobile salesmen are licensed as insurance 
agents without restriction or limitation, 
the effecting of insurance on motor vehi- 
cles handled by them, becomes in fact a 
monopoly controlled by that company 
which was successful in having the motor 
car dealer licensed as its agent to sell its 
insurance. This is the sound declaration 
of the Ohio court, which must appeal 
to those having in mind the best interest 
of the insurance business and the public 
welfare.” 


Present Battle in Ohio 


Mr. Bennett analyzed at some length 
the present legal battle in Ohio where 
Insurance Superintendent Robinson is 
refusing to renew existing licenses to 
agents who are automobile dealers for 
Motors Insurance Corp. of General 
Motors Corp. There one of the main 
questions has been that of monopoly, 
said Mr. Bennett. The constitutionality 
of the statute placing in the hands of 
the Superintendent power to deny | li- 
cense to an applicant under certain con- 
ditions was tested. The Ohio court in 
rendering its opinion said: 

“The statute under consideration does 





not deprive any class, group or individual 
from securing an insurance license if he 
has the necessary qualifications and in- 
tends to use his license to conduct a 
general insurance business, qualified only 
by the provision that the license is not 
to be used primarily to effect insurance 
on his own property, or that of relatives, 

employes, employers, or that for which 
they or the licensee are or is agent, cus- 
todian, vendor, bailee, trustee or payee.” 

Mr. Bennett said: “It seems from the 
record that the Motors Insurance Cor- 
poration more or less conceded that its 
agents fell within one or more of those 
restrictive words, but insisted that the 
statute as construed by the Superin- 
tendent, applicable to automobile deal- 
ers, Was unconstitutional. 

“One new approach was taken by the 
court to this controversial question. It 
was the well known informal Federal 
declaration about monopolies. Ohio has 
an antitrust and anti-monopoly statute, 
as well as the Federal government. 


State Police Power 


“The court said that in the instant case 
Motors Insurance Corp. claimed that an 
insurance lobby had secured the passage 
of the Ohio statute,” Mr. Bennett con- 
tinued. “However, the court said it must 
follow the well known constitutional con- 


struction that a court is not permitted to 
pass upon the wisdom of a legislature in 
enacting a law. The reasons are imma- 
terial if a valid statute comes forth. Then 
the court added: 

“In the instant case it is not difficult to see 
that if automobile salesmen may be licensed as 
insurance agents without restriction or limita- 
tion, the effecting of all kinds of insurance in- 
volving automobiles could conceivably and _ rea- 
sonably become in theory, if not in fact, a 
monopoly controlled by that company or com- 
panies which were successful in having the 
automobile agents licensed to sell their insurance. 

“*The prevention of such an eventual’ty could 
well have been the purpose of the legislature in 
enacting the law under consideration, which the 
court determines is not in contravention with 
any of our state or national constitutional pro- 
visions.’ 

“It must be realized,” declared Mr. 
3ennett, “that an insurance company ap- 
pointing an automobile dealer as_ its 
agent has a monopoly of that dealer’s 
insurance business. It is common knowl- 
edge that such appointments are made 
for the exclusive benefit of the contract- 
ing parties. The Ohio court, using the 
Daniel case (336 U. S. 220) as authority, 
had no trouble in finding that such an 
automobile dealer is in an advantageous 
position to effect insurance on automo- 
biles handled by him. This advantageous 
position is the foundation of monopolis- 
tic practices and the suppression of free 
competition. The court sustained the de- 
murrer filed by the Superintendent to 
the petition of the complaining insurance 
corporation and dismissed the injunction. 
proceedings.” 


DeMattia-O’Brien-Slothus 


Of Passaic in New Quarters 

DeMattia-O’Brien-Slothus, Inc., insur- 
ance and real estate agency of Passi Lic, 
N. J., has moved to fine new quarters at 
70 Howe Avenue. The agency was 
founded in 1922 and had been located in 
the National Bank Building since 1930. 

Officers of DeMattia-O’Brien-Slothus, 
Inc., are Victor A. DeMattia, president; 
John R. Slothus, vice president and 
treasurer, and William F. O’Brien, = 
founded the business in 1922, secre 
The insurance men are Melvin S. Roth 
and Ernest M. Danko. 

The firm is a well-known member of 
the New Jersey Association of Insurance 
Agents and the New Jersey Association 
of Real Estate Boards. 
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"THE ATLANTIC STORY" 


Our story began in 1842 with the chartering of the Atlantic Mutual. The 
Centennial, a wholly owned stock company, was organized 100 years later. 
Today the story of the Atlantic Companies is briefly this: 


*% Two financially strong companies, operating in the fire, marine 
and casualty fields under one management, offering producers 
the choice of participating or non-participating contracts. 

* A tradition of prompt and ungrudging claim settlements that 
goes back over a hundred years. 

* A progressive and flexible attitude toward new developments 
to provide better insurance for the public, combined with 


* The conviction that the public is best served through the com- 
petent independent agent or broker, and the practice of tell- 
ing the public about that conviction. 

We shall be glad to send you “The Atlantic Story’, an illustrated booklet 
filling in the above outline and containing a historical sketch and other use- 
ful information. Simply write or telephone any of our offices. 


THE ATLANTIC COMPANIES = 


ATLANTIC MUTUAL + CENTENNIAL 


Home Office: 49 Wall Street, New York 5 

Cleveland - Dallas - Detroit - Grand Rapids 
Houston + Indianapolis + Los Angeles + Newark - New Haven + Oakland + Philadelphia 
Portland + Richmond + St. Louis + San Francisco - Seattle + Syracuse 


Baltimore - Boston - Chicago + Cincinnati - 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 
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CASUALTY + BURGLARY 
INLAND + JEWELRY 


YOUR INQUIRIES SOLICITED 








ACTS TO PREVENT DISASTERS 


Howell Pledges Cooperation of New Jer- 
sey Agents With Utilities to Avert 
Any Gas Explosion Tragedy 
Sidney K. Howell, Morristown, who 
was elected president of the New Jersey 
Association of Insurance Agents at its 
recent meeting at Asbury Park, has of- 
fered the services of the organization to 
cooperate with local utilities companies 
in a preventive program to avoid any 

gas explosion disaster in the state. 

Mr. Howell’s offer followed the appear- 

ance on the New Jersey association’s pro- 
gram of Roy A. Duftus, Rochester, N. Y. 
who showed the motion pictures he had 
taken at the scene of the recent gas ex- 
plosion disaster at Brighton, a suburb 
of Rochester, and urged the New Jersey 
agents to promote such precautions. In 
his statement, Mr. Howell said: 

“Most utilities undoubtedly are using 
all possible safeguards, and to them we 
pledge our support in a program of 
public education on fire and explosion 
hazards. 

‘But in any cases where gas meters 
may be lacking check valves, we urge 
their immediate installation to prevent 
surges of high pressure gas that might 
extinguish pilot lights. This may have 
caused the Brighton holocaust. 

“We shall watch the reports of hear- 
ings by the New York State Public 
Utility Commission and will recommend 
legislation in our own state, if needed, 
to correct practices that might cause a 
similar catastrophe here.” 





NAIA Leaders Meeting 
In New York City 


Walter M. Sheldon, Chicago, vice 
president and chairman of the execu- 
tive committee of the National — 
tion of Insurance Agents, has called ¢ 
meeting of the committee for chiber 
12-14 at the Roosevelt Hotel, New York 
City. 

The meeting, first of the newly elected 
group, brings together the officers and 
executive committee members elected 
during the 55th annual convention in 
Chicago last month, which include Presi- 
dent J. F. Van Vechten, Akron; John H. 
Carney, Eau Claire, Wis.; Robert Max- 
well, Texarkana, Ark.; Joseph A. Neu- 
mann, Jamaica, N. Vv; Kenneth Ross, 
Arkansas City, Kan.; and E. J. Sey- 
mour, Monroe, La. 


SEP WINS BABACO PRIZE 

Louis Sep, agent of Linden, N. J., won 
the Babaco model truck-trailer at the 
recent annual convention of the New Jer- 
sey Association of Insurance Agents at 
Asbury Park. The presentation was 
made by Sidney K. Howell of Morris- 
town, the newly elected president of the 
association, 
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SOLDIER IN THE WHITE HOUSE 


Silivokea in war, not politics, Zachary Taylor 
had never even voted in a major election when he 
entered the presidential campaign of 1848. He disliked 
political parties and at first insisted on being a non- 
partisan candidate. The official notice of his nomination 
was sent to the dead-letter office with a quantity of 
mail on which the parsimonious Taylor refused to pay 





postage. (Prepaid postage was not yet in regular prac- 
tice.) Unofficial word reached him via Mississippi 
steamboat while he was at his Louisiana plantation. 
Summoned to the landing by the passengers’ shouts, 
he quietly received their congratulations. 

Taylor was born in Virginia in 1784 but nine months 
later his family moved to Kentucky and soon after their 


The Home, through its agents and 
brokers, is America’s leading 
insurance protector of American homes 
and the homes of American industry. 





arrival built a comfortable brick house near present- 
day Louisville. This home where Zachary spent his boy- 
hood is now privately owned. Before he could read or 
write young Zachary learned the ways of the frontier 
and to be constantly on guard against hostile Indians; 
each night the house was barricaded and the family 
armed. 

Taylor’s forty years as an army officer coincided 
with the critical period of American expansion and 
took him the length and breadth of the country. During 
the Black Hawk War while he was stationed at Fort 
Crawford, Wisconsin, his daughter Sarah Knox Taylor 
and Jefferson Davis became engaged. Despite Taylor’s 
violent opposition the young couple were married, but 
the lovely bride died a few weeks afterwards. 

Although the army was Taylor’s career his greatest 
joy was farming and he preferred old clothes to a 
uniform. He acquired the sobriquet Rough and Ready 
during the Seminole War in Florida, and it was an 
apt description. He became a major general but he 
remained simple and unassuming, displayed reckless 
disregard for danger and insisted on sharing the rugged 
life of his troops. When the Mexican War ended he had 
not slept under a roof for two years or seen any member 
of his family. 

As the hero of Buena Vista, Taylor was persuaded 
to run for President and was elected in a five-cornered 
contest but he died in 1850 after only sixteen months 
in office. 


* THE HOME* 


(Susurance Company 


Home Office: 59 Maiden Lane, New York 8,N. Y. 
FIRE e AUTOMOBILE * MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1951, The Home Insurance Company 
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RULE OF 
THUMB 


* 


Carpenters and tailors 
started 


thumbs as a rough mea- 


it — using their 


sure for an inch. Today a 
rule of thumb is any handy 
guide for approximate 
measure where speed is 
more important than ac- 


curacy. 


As an agent you are keen- 
ly aware that in insurance 
there can be no rule of 
thumb. Speed can neither 
be substituted nor sacri- 
ficed for accuracy. That's 
why thousands of agents 
and brokers rely on Han- 
over and Fulton for fast 
service, intelligent cooper- 
ation, and experienced 
advice. We're proud of 
our reputation for doing it 


fast and getting it right. 
* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 


Organized 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 


* 


HOME OFFICE 


111 JOHN ST., NEW YORK 38, N. Y. 


WESTERN DEPT. 


INSURANCE EXCHANGE BUILDING 
CHICAGO 4, ILL. 


PACIFIC COAST DEPT. 


340 PINE STREET 
SAN FRANCISCO 4, CAL. 




















Survey Selling Brings Beneficial 


Results to Producers and Public 


Urban M. Lelli, secretary of the Phoenix- 
Connecticut Group, strongly favors use of 
surveys, in selling by agents. In last week's 
issue the first part of a talk made by him 
on the benefits of surveys was published. 
Herewith is presented the concluding re- 
marks by Mr. Lelli on this subject: 


Part Il 

A few surveys can be worked out 
quickly and with little trouble, but many 
of them will require careful study, plan- 
ning and considerable work. At all 
times, keep in mind a poorly made or 
inaccurate survey and analysis is more 
harmful than helpful — accuracy and 
brevity are imperative. Time devoted to 
this work must be paid for in premium 
returns, so make certain your surveys 
and analyses are complete, concise and 
accurate. Survey selling cannot be placed 
in the “mass production class.” Select 
your best prospects and sell one at a 
time. 

As a self-educating work, it is su- 
preme. A written survey and analysis 
has no competition in compelling us to 
keep abreast of our business. In fact, 
even the man new to the insurance 
business will find that he can soon learn 
how to make surveys, and in doing so 
will speed up acquiring the experience 
and knowledge of insurance necessary 
to compete with old established agents. 
In addition to developing diversified 
business for your agency, it protects 
your accounts against competition and 
qualifies you, as an insurance counselor, 
thereby proving to the policyholder the 
need for continuing agency service. 

Good Public Relations 

Most successful agents are analysts 
in one way or another. Many of them 
owe their present high stz anding in their 
community to their knowledge of the 
business modestly shown to their clients 
through written reports. There is some- 
thing about a well written analysis that 
is definite, authoritative, and sufficiently 
impressive to catch the favorable eye 
of the client which spells good public 
relationship and premiums to agents and 
companies. 


A A IR 
FIRE PREVENTION WEEK, 
1951 
and over 


2,000,000 


school children 
learn how to 


K. O. 


those Fire Hazards 
in the home 
with the 


HARTFORD'S 


‘‘Haunted House Quiz’’ 





distributed as a public service 
by thousands of Hartford 
Agents. 





HARTFORD FIRE 
INSURANCE COMPANY 


HARTFORD ACCIDENT AND 
INDEMNITY COMPANY 


Hartford 15, Connecticut 
RNR 


Can’t you see the satisfaction you will 
have when a loss occurs and the risk 
you reviewed is properly protected ? 
Don’t you recognize the good that will 
redound to the business as a whole and 
to you in particular? 

Points To Be Remembered 

Some of the work will have to be 
done in the evening or early morning 
before the office opens. Write it out in 
longhand, especially if you have only one 
girl in the office who can do the work— 
typing while you are out soliciting. Per- 
sonal delivery for best results—it also 
dignifies the work. Followup is abso- 
lutely necessary for analyses already 
made in order to keep the insurance 
up to date. The immediate benefits ac- 
cruing to the analyst are as follows 

The work identifies you as an atiot: 
ity on insurance; 

It leaves a lasting impression on the 
client and produces an immediate pre- 
mium; 

It teaches you where to look and how 
to look for the answer to ev ery problem. 
“I Don’t Have Time” 

The only sales resistance that I have 
encountered in 20 years in connection 
with the work consists of four words: 
“T don’t have time.” I am convinced this 
statement is made in all seriousness. In 
some extreme cases the statement may 
be correct, but for most of us a self- 
analysis might help. 

If each of us reviews our 1950 busi- 
ness activities day by day, we could 
probably put our hands on many hours 
that could have been used more advan- 
tageously. Unless we start allocating our 
time properly from this day on we will 
face a similar or worse retrospective in 
1952. How many of us are giving 15% 
or 20% of our time to clients who only 
give us 5% or 10% of our premium 
income? A careful review of our agency 
activity is necessary if we are going 
to do a good production job. 

The next item that requires our atten- 
tion is correspondence. I believe there 
are many hours wasted every week in 
the excess use of words. I was impressed 
with this in connection with letters 
received concerning date of arrival for 
a recent meeting I held. The shortest 
employed 23 words; the next used 29; 
then up to 104, and the longest 127. The 
longest was more than five times the 
shortest. All said the same thing. 

Selling Yourself for the Future 

When a client accepts your survey 
recommendations, you have sold your- 
self on present and future performance. 
Proper cultivation is a confirmation of 
his good judgment. The lack of service 
signals a mistake on his part. When 
he accepts your suggestions, he is of 
the opinion the relationship will pay 
dividends. Proper follow-through con- 
vinces him. After he is convinced your 
position is established and will only 
remain so as long as you continue to 
render intelligent service. 

Survey selling continues to be the 
most effective sales weapon. | am sure 
it is unnecessary to say I am as en- 
thused regarding its many possibilities 
today, as I was 20 years ago, when we 
introduced this method of production 
with a complete set of supplies. 

There is no surer way to increase 
your production and improve public re- 
lationship. Incidentally, you may be in- 
terested in Webster's definition of the 
word “production.” I quote “that which 
is produced and when used concretely it 
applies to the products of intelligent 
labor.” The last two words of the quo- 
tation, “intelligent labor,” have unlimited 
possibilities. 


INLAND CLAIM MEETING HELD 

The Inland Marine Claims Association 
held a meeting October 9 at Angelo’s 
Restaurant in New York City. Morton 
Salzberg, guest speaker, discussed the 
general subject of diamonds. 


AUTO THEFTS UP 19% 





Hoover of FBI Reports on First Half 
Year; Number of Cars on Road and 
Prices Are Factors 
J. Edgar Hoover, Director of the Fed- 
eral Bureau of Investigation, states that 
automobile thefts increased 19% in the 
first six months of 1951 as compared 
with the same period of 1950. This is 
attributed principally to the larger num- 
ber of cars on the road, as manufactur- 
ing records were set in the 12-month 
period ending June 30, to a still existing 
shortage of cars and to the high prices 

of automobiles. 

The National Automobile Theft Bureau 
states that while auto thefts reported by 
member pate companies have in- 
creased about 13% there has been a 
similar boost in car recoveries. The bu- 
reau does not see any general increase 
in auto theft gangs, but states that new 
gangs seem to come into operation about 
as fast as old are broken up and the 
members jailed. Several important theft 
rings have been smashed in the last year. 


Fire Protection Engineers 
Society Committee Heads 


John J. Ahern, president of the Society 
of Fire Protection Engineers, has ap- 
pointed chairmen to five committees as 


follows: 

Engineering education: William G. 
Schultz, chief engineer and assistant 
vice president, Lumbermens Mutual. 

Engineering registration : Allen L. 
Cobb, safety supervisor, Kodak Park 
Works, Eastman Kodak Co. 

Planning: Elmer F. Reske, manager, 
Cook County Inspection Bureau. 

Cooperation with other societies: War- 
ren J. Baker, manager, technical depart- 
ment, North America Cos. 

Nominating: Loren S. Bush, chief en- 
gineer, Board of Fire Underwriters of 
the Pacific. 

A complete list of committees will ap- 
pear in the society “Year Book” to be 
distributed to all society members soon. 


Says W. Va. Sales Tax Does 
Not Apply to Commissions 


Andrew E. Douglas, of Parkersburg, 
W. Va., doing business as Chancellor 
Insurance Agency, has asked Circuit 
Judge Julian F. Bouchelle to rule on the 
questions of anplicability of the state 
eross sales tax to commissions of fire 
and casualty insurance agents. The re- 
quest was made in a petition for a 
declaratory judgment. 

Mr. Douglas contends that the state 
tax commissioner has no right to levy 
the 1% privilege tax on his earnings, 
and points out that he brings the suit in 
behalf of himself and all others in West 
Virginia engaged in the same business. 





American Legion Vets 
Of 1919 Attend Reunion 


A reception of 17 of the 25 original 
founders of the Thomas Hopkins Post 
of the American Legion at Wichita, 
Kan., recently, thought to be the first 
“Post” organized in the United States 
back in April, 1919, revealed a good rep- 
resentation of well known Wichita insur- 
ance men. Among them are Frank T. 
Priest of Dulaney, Johnston & Priest; 
Steve Nease, for many years with the 
New England Mutual; Col. Bruce Grif- 
fith, Aetna Life, chaplain of the post 
since its inception; John Henry Jones 
Equitable Society; Craig G. Kennedy, 
V. A. Administrator and for many years 
with Northwestern Mutual. Mr. Priest 
is a past commander. 


LOUISVILLE AGENCY CHARTER 

The Metropolitan Realty & Insurance, 
Inc., of Louisville, Ky., has obtained a 
charter from the Secretary of State. Au- 
thorized capital stock is $30,000. Incor- 
porators are Claude W. Reed, Harry H. 
Graham and John L. Lyons. 
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What they ing ab 
North America’s School for A 
“I highly recommend this 
“I feel that the eight School. As far as I am con- 
well lrailin, ate 0 cerned, it really makes no dif- 
Gusts a oth ediinies ference whether a man is a 
aay that it alter cn Qoleee high school graduate, a college 
much longer to obtain the same infor- graduate, or a man who has been in busi. 
mation any other way. You certainly ness for many years, all of ee I find 
are to be congratulated on your fine out things about the business that they never 
tina. * knew before... 
“Thank you for your 
kind attention to my 
nephew, who recently 
“My son has shown attended your School for Agents. 
an amazing basic He has a new enthusiasm for 
knowledge of the the business, and new informa- 
[. insurance business tion with which to apply that 
since he returned from your enthusiasm.” 
School. Perhaps his father 
could very well benefit from 
your course!” 
Apply now for the new class of 
These are quotes from a few of the North America’s School for 
hundreds of tiers we've Tecered Agents. The North America 
School for Agents. Service Office Manager or Field- 
man in your territory will be 
glad to give you details. 
\ hen North America appointed its first Agents in 1807, it set the stage for the 
pp e' S' 
development of the American Agency System. Today the School for Agents is an 
P & y vy y ve 
important example of the support North America continues to offer that system. 
PROTECT WHAT YOU HAVE© 
Insurance Company of North America, founded 1792 in Independence INSURANCE COMPANY OF 
Hall, is the oldest American stock fire and marine insurance company. 
It heads the “North America” companies which meet the public demand NORTH AME RICA 
for practically all types of Fire, Marine and Casualty insurance, Fidelity 
and Surety Bonds. Sold only through Agents or Brokers. COMPANIES, 1600 ARCH STREET < 
Philadelphia 1, Fa. 
Insurance Company of North America @ Indemnity Insurance Company of North America e Philadelphia Fire and Marine Insurance Company 
— 
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Institute Meeting 
(Continued from Page 1) 


James A McLain, president, Guardian 
Life, New York, and Sinclair T. Skirrow, 
vice president, Great American. Charles 
C. Wright, vice president, Springfield 
Fire & Marine, was elected a governor. 
Prize Winners Announced 

The coveted Edward Rochie Hardy 
Prize for 1951 was awarded to William 
T. Clarke, special agent, Fireman’s Fund 
Group, Columbia, S. C. He won this 
prize as the “most distinguished grad- 





REXFORD CREWE 


uate” of this year. With him when he 
received the award was Vice President 
John H. Dillard of the Fireman’s Fund 
Group at Atlanta. 

Six Institute prizes based solely on 
examination results were announced. All 
except two of the winners from Van- 
couver, Canada, were at the luncheon 
meeting on Tuesday here. They are as 
follows: 

The Principles prize was awarded to 
Lucille Kirchner, Farm Bureau Compa- 
nies, Columbus, Ohio. 

The Casualty prize was awarded to 
George Steacy, special agent, American 
Insurance Group, Rockford, III. 

The Fire prize was awarded to two 
students who tied in examination aver- 
ages, W. Harold Froehner, state agent 
of the American Insurance Group at 
Davenport, Iowa, and James R. Long, 
special agent of the American Insurance 
Group at Decatur, III. 

The Inland Marine prize was awarded 
to Leonard Harringjon, Springfield Fire 
and Marine, Springfield. Mass. 

The Ocean Marine prize was awarded 
to Ewan Watson, Hobson, Christie & 
Co., Ltd., Vancouver, Canada. 

The Surety prize was awarded to two 
students who tied in examination aver 
ages, William Adams, North America 
Casualty and Surety Reinsurance Corp., 
New York, and George H. Smillie, Pa- 
cific Coast Fire, Vancouver, Canada. 

Two special prizes were also awarded 
The Ben S. McKeel prize was presented 
to Robert C. Sawyer, Jr., New Hamp- 
shire Fire Co., Manchester, N. H. This 
prize is awarded to that student engaged 
in loss or claims adjustment work who 
obtains the highest examination grades. 
Also, a copy of the “General Insurance 
Guide” was awarded by Bernard G. Wer- 
bel to Mr. Harrington, the student re 
ceiving the highest examination average 
in anv course in 1951. 

In his presidential report Mr. Crewe 
stressed obiectives of the Institute. Un- 
like the Chartered Property Casualty 
Underwriter field in higher insurance 
education, the Institute courses, and 
also those of the National Association of 
Insurance Agents, constitute solid foun- 
dation studies serving the vast majority 
of young men and women in company 
and agency offices. The Insurance Insti 
tute serves to coordinate the educational 
activities of the many society and study 
groups located throughout the United 
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My group of Americans motoring in 
India aie A smashup in Caleutta 
excitement, confusion, foreign 
tongues +» + The ominous question: 
Are we covered—fully—here?” 
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— American Foreign Insurance 
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COVERAGE FOREIGN 


This AFIA advertisement is currently appearing in 
leading business publications. Why not capitalize on it 
by telling the firms and individuals in your community 
that you can handle the insurance on their automobiles 
while they are being used in foreign countries— 
through the American Foreign Insurance Association. 


It’s profitable business for you! Get your share! 
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AMERICAN FOREIGN 
INSURANCE ASSOCIATION 


161 William Street « New York 38, New York 


CHICAGO OFFICE... Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois : 


SAN FRANCISCO OFFICE... Mills Building, 220 Bush Street, San Francisco 4, California 
WASHINGTON OFFICE: Woodward Building, 733 15th Street, N. W., Washington 5, D. Cc. 


— EE egw: 
SERVING THE WORLD-WIDE OPERATIONS OF 
ITS MEMBER COMPANIES, AND THEIR ASSUREDS 























Retiring From Insurance 


LAURENCE EE. PALLS 


States and Canada. 

Mr. Crewe emphasized that the Insti- 
tute has a vital place in the educational 
field, and has achieved fine records. Still 
it is aiming at even higher standards and 
better public relations, and at present 
ways are being explored to make the 
Institute more valuable. He expressed 
the hope that some day the Institute may 
expand so that it will become a forum 
of insurance on an international basis, 
with world leaders meeting here to par- 
ticipate in exchanges of ideas. 

The meeting adopted, by rising vote, 
a memorial to the late Edward Rochie 
Hardy, who was one of the founders and 
many years secretary of the Institute. 
He died a few months ago. 

3,672 Took Examinations 

“It is not possible to accurately re- 
port the number of students taking Insti- 
tute courses at any one time but incom- 
plete returns show the number exceeded 
5,000 this year,” said Mr. Falls. The 
number of registrations for examination 
in the year just passed is 3,672, a re- 
duction of 11.8% compared to the pre- 
vious year. As a result of the January 
and May examinations in 1951, 103 stu- 
dents have completed all courses in one 
branch of study and upon graduation re- 
ceived the Institute’s Certificate of Merit. 
This is the largest graduating class which 
we have had since 1940. It is germane to 
note that a majority of all students take 
two or three courses only and do not 
become eligible for the Certificate of 
Merit. 

“The sale of correspondence courses, 
which is one of the Institute’s chief serv- 
ices and principle sources of revenue, has 
been affected by the (armed forces) pre- 
paredness program. For the 12 consecu- 
tive months to September, 1951, we have 
sold 203 correspondence courses com- 
pared to 341 in the previous 12 months. 
The lectures with bibliography for all ot 
these courses are revised so often as 
changes in the business require. Casu- 
alty Part II was revised this year. 

“Within the year three new schools 
have been established giving Institute 
courses, one each in Branchville, N. J.; 
Pittsburgh, and Los Angeles. The latter 
is conducted by UCLA which _ has 
amended its curriculum to meet Institute 
standards and prepare its students for 
examination by the Institute. The Insur- 
ance Society of Philadelphia, which dis- 
continued Institute courses in favor of a 
brokers’ course, has signified its inten- 
tion of resuming its former program and 
has called upon the Institute for as- 
sistance to that end. 

“In June, 1948, the Institute conducted 
the first of a series of conferences for 
insurance company educational directors 
which has been repeated each year. In 
June, 1951, there were 60 in attendance 
at the conference held for two days in 
Absecom, N. J., and keen enthusiasm was 
displayed by the conferees to repeat the 
conference next year.” 
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AMA Opens New Management 


Center for Executive [raining Seminars 


The American Management Associa- 
tion has completed construction and fur- 
nishing of a new management center, 
adjacent to the association offices, on 
the 11th floor of the McGraw - Hill 
Building, 330 West Forty-second Street, 
New York City. The official opening 
took place on October 2. The center, 
which consists of a large lounge with 
serving pantry, an open air terrace, and 
five especially designed seminar rooms, 
will be used for the AMA workshop 
seminars, heretofore held in hotels. 

“In the two years since AMA inaugu- 
rated the workshop seminars—small dis- 
cussion groups for executive education 
in particular phases of management— 
more than 2,800 executives from firms all 
over the country have taken part in 
145 groups, but some 1,500 others who 
wished to attend have been unable to 
do so because the seminars filled so 
quickly,” says President Lawrence A. 
Appley. “With the opening of the new 
center, we hope to meet the increasing 
demand for this type of activity. 

“Two hundred seminars, dealing with 
various phases of personnel, produc- 
tion, marketing, finance, insurance, office 
management, packaging, and general 
management, will be held during the 
1951-52 season. In addition we will hold 
our regular full-scale conferences in 
hotels as usual. 

“The seminar rooms were designed 
after a survey of conference rooms in 
more than a score of large companies. 
The aim has been, so far as possible, 
to produce the ideal conference room, 
embodying both the features our own 
experience had indicated were desir- 
able and those recommended by execu- 
tives in the firms we surveyed.” 


Splendid Seminar Rooms 


The five seminar rooms are each 
16 by 20 feet, carpeted, with walnut 
paneling on two. sides, soundproofed 
ceilings, recessed fluorescent lighting, 
and air conditioning powerful enough to 
keep the air clear even if all the par- 
ticipants are heavy smokers. A closet 
with sliding doors is provided in each 
room for hats and coats, and each has 
individual closed compartments with 
pressure catches for briefcases and 
papers. Conference tables, of polished 
walnut, are 7 by 14 feet, supported from 
near the center so that there are no 
table legs to interfere with participants’ 
feet. 

At one end of each room is a pane! 
arrangement—adapted from a_ similar 
feature in one of the company confer- 
ence rooms visited during the survey— 
which allows for display of several types 
of visual aid at one time. Hinged walnut 
panels with pressure catches open_ to 
provide support for three sets of flip- 
flop charts. Behind them is a sliding 
cork board on which exhibits can be 
thumbtacked; and in back of that is a 
chalkboard, made of green composition 
glass, which experience has shown is 
easier on the eyes than the conventional 
blackboard. 

One half the cork board slides back 
at a time; thus it is possible to keep 
thumbtacked exhibits on view during a 
chalkboard demonstration. A folding 
table is also concealed in the paneling, 
and like the panels and briefcase com- 
partments, opens by fingertip pressure. 
At the other end of the room is a 
screen, recessed in the ceiling when not 
rolled down for use, for display of slides 
or moving pictures. 

Another wall compartment, opening 
into the hall at one end and into the 
room at another, is designed for the 
serving of coffee and soft drinks during 
mid-morning and mid-afternoon breaks 
in the discussion. Luncheon will be 
served in the rooms also, and auxiliary 
cove lighting fixtures are provided so 
that the light may be softened during 
the lunch hour. 

The lounge, furnished with sofas and 


Atlantic Sends Mackowski 
From Chicago to Detroit 


John J. Mackowski has been 
ferred from the Chicago to the Detroit 
office of the Atlantic Companies (Atlan- 
‘ tic Mutual and Centennial), it is an- 
easy chairs, opens on to the terrace. It nounced by F. B. Tuttle, president. As 
is 54 by 16 feet, with an alcove 12 by 18 marine state agent Mr. Mackowski will 
feet. It is dedicated to the memory oft be in charge of inland operations for 
the late Alvin E. Dodd, who was presi- Michigan in association with Fred T. 
dent of the association from 1936 to 1948 Leach, manager of the Detroit office. 
and its honorary _president until his Mr. Mackowski entered insurance with 
death on June 2, 1951. A portrait of Mr. Field & Cowles of Boston and left four 
Dodd by Stanley Meltzoff hangs in this years ago to go with the Insurance Co. 
room. ; of North America. He joined the Atlan- 

The lounge will accommodate about _ tic Companies in July, 1951. 

80 people for general meetings and will Mr. Mackowski served in World War 
be used on occasions when a presenta- |] as a lieutenant in the Marine Corps 
tion of interest to two or more seminar in the South Pacific. 

groups is scheduled. It will also serve 
as a meeting place for informal groups 
from different seminars. An intercom- 
munication system permits announce- 
ments to be broadcast to all five seminar 
rooms at once. 


trans- 


FIELD CLUB’ INSPECTIONS 
The State Fire Prevention Association 
of Del.-Md.-D. C, cooperated with the 
Field Club of Virginia in the inspection 
of Arlington County, Va., on October 
SHEFFIELD BROWN DIES 3 and 4. According to John Nichols, 
A Buffalo insurance agent for almost president of the fire prevention associa- 
40 years, Sheffield Brown, 66, died in tion, the joint enterprise included inspec- 
his summer home at Yacht Harbor, Ont., tion of mercantile and public buildings 
on September 25. He had been ill since in the county and 30 men from the 

February. Del.-Md.-D. C. association attended. 


Aetna Elects P. S. May 
Assistant Secretary 


Directors of the Aetna Insurance Co. 
have elected Philip S. May, assistant 
secretary of the Aetna and its fire and 
casualty subsidiaries. 

Inland marine superintendent since 
1945, Mr. May joined the Aetna as a 
clerk in 1931. He was a marine special 
agent and a marine agency supervisor 
prior to service in the United States 
Navy during World War II. A native 
of East Hartford, Mr. May is a grad- 
uate of East Hartford High School, Dean 
Academy and Dartmouth College. 





Butterworth Joins Scottish 
Union in Virginia Field 
John Newlands, general attorney of 
the Scottish Union & National and presi- 
dent of American Union of New York, 
announces appointment of Henry W. 
Butterworth as special agent in Virginia. 
A native of Richmond he was educated 
in primary schools there and attended 
the University of Richmond. His insur- 
ance background includes local agency 
experience together with specialized 
training in the servicing of the various 
phases of the insurance business. 
Mr. Butterworth’s office address is 
503 East Main Street, Richmond. 








Yours is knowledge. Yes, it takes — W 
knowledge to answer questions such as y 
the one this agent poses — 


There’s proper equipment for every job. <S 






“> 
— 


“My customer operates an automobile 
accessory store and service garage. I sold him 
a $3,000 Open Stock Burglary insurance 
policy which contained a 60% coinsurance 
clause. He sustained a burglary loss 

which amounted to $2,000 of 

merchandise and $1,000 of his shop tools. 
An inventory after the loss showed 

he still had $1,000 in merchandise which 
the burglars passed up and $2,000 in tools. 
Regardless of the coinsurance clause, 

I think my insured should collect 

$3,000. But will he?” 


Think you can handle it? 


Open Stock Burglary insurance is good 
business—too good for you to miss. Sharpen 
your knowledge of this line with our latest 
issue of “True or False.” Ask the 

Advertising Department for your copy. 
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American Insurance 
Abroad Is Expanding 


AGENTS HEAR AIU EXECUTIVE 


Collier Says Producers Can Play Large 
Role Providing U.S. Business Abroad 
With Sound Coverage 


American business in the foreign field 
is on the threshold of an unprecedented 
development, and American insurance 1s 
expanding along with it, said Leonard 
H. Collier at the recent Idaho_ local 
agents convention held in Sun Valley 
In a talk on the American market for 
foreign insurance, Mr. ‘Collier, who is 
vice president of American International 
Underwriters, Inc. in San Francisco, 
said that though many agents may re- 
gard the subject of foreign insurance 
curiosity of little importance to 
them, it was, in fact, of great potential 
importance to all of them. 


Dollar Investments Need U. S. Insurance 

American business abroad n eeds 
American insurance in foreign countries 
because dollar investments must have 
U.S. dollar protection to be properly 
safeguarded, he said American business 
abroad also needs insurance in sound 
American companies with policies in the 
English language immediately under- 
standable to American insurance buyers, 
and which are contestable in American 


as a 


courts, rather than in some foreign jur- 
isdiction. 
Also American business abroad needs 


the advice and counsel of the American 


foreign, to an even 


agent or broker, in 
greater degree, than in domestic insur- 
ance. Mr. Collier added. He _ pointed 


agent can perform a valu- 
in coordinating and arrang- 
insurance for his 
may have opera- 
countries abroad. 


out that the 
able service 
ing a program of 
American clients, who 
tions in a dozen 
Knowledge of the American insurance 
market abroad is a weapon which will 
enable the American producer to com- 
pete with foreign insurance organiza- 
tions which have offices abroad and 
which are continually attacking his busi- 
ness or his clients foreign business on 
the spot through their local job man- 
agers, he said. 

This we: ipon, knowledge of the Ameri- 
can market for foreign insurance and 
proper use of it by the American agent 
or broker will give him entree into the 
domestic business of an account for 
which he handles the foreign business. 

Examples of Foreign Risks 

Mr. Collier gave some examples of 
risks his offices here and abroad are 
constantly covering which probably have 
never been insured before by any insur- 
ance company. It might be the con- 
struction of a dam in Afghanistan; 
building of an electric power plant in 
the Holy ‘City of Mecca, where until a 
few years ago no infidel was permitted 
to set foot; or construction of an irri- 
gation system in the Punjab to raise the 
agricultural production in a famished 
nation. Or it might be the operating 


of a fish cannery in Samoa; building 
of an oil refinery in the Sheikdom of 
Kuwait; mining of bauxite in Jamaica, 


or iron ore in the Orinoco basin of 
Venezuela; insuring the filming of a 
movie in Africa; operation of an airline 
in Siam. 


“Among local underwriters overseas, 
underwriting rules, regulations, local 
rates, policy forms are generally pre- 


scribed,” Mr. Collier stated. “The stand- 


ard ones of these local associations are 
governed by majority vote and the 
actual work is largely carried on in 


committee. The tariffs these associations 
come forth with vary greatly. 

The principal accident tariff, so- 
called, is the motor-car tariff, which is 
found fairly frequently. To a lesser ex- 
tent one finds workmen's compensation 
tariffs in countries where there is a 
large workmen’s compensation business. 
Public liability, burglary, fidelity, surety 
and other miscellaneous lines are not 
subject to tariff except in rare instances. 

‘The foreign fire form is quite dif- 


ferent from the American form with 
which we are familiar. It is patterned 
closely after the English one, which 


contains many exclusions, onerous to 
insurers. However, they are very neces- 

sary in the conduct of foreign business. 
One clause that is quite standard in the 
foreign form is the 100% average clause. 
All our rates and tariffs abroad are 
based on 100% insurance to value and 
it is a fundamental approach to the busi- 
ness,” Mr. Collier said. 


War Risk Exclusion 


“The second exclusion which has al- 
ways been found in the foreign fire 
form, as a matter of fact in all foreign 
forms, is a full and very complete war 
risk exclusion. deletion of this exclu- 


sion has never been made on the fire 
form. There is a fair amount of war 
risk on public liability (on bodily in- 


jury only) workmen’s compensation and 
personal accident insurance written. But 
there is no big market for that coverage 
existing abroad today.’ 

In catastrophe hazards in foreign 
countries, the most significant encoun- 
tered are windstorms and earthquakes. 
In the Caribbean areas, out in the Pa- 
cific, in the Philippines and Japan, the 
windstorm hazard is ever present. There 
is an earthquake hazard in certain parts 
of Central and South America, the 


Pacific, also im the Orient, particularly 
Japan. 
Mr. Collier added that an interesting 


and practical underwriting rule followed 
in foreign countries, actually instituted 


by the British, is the so-called world- 


wide “Knock - for- Knock” agreement 
which relates to automobile claims. If 
an insured in Company A runs _ into 


the insured of Company B, and if the 
insured in Company A is at fault, B 
does not sue A, but B pays his own 
loss and lets it go. The theory is that 
over a period of time, those insured i 
Company B will be as much at fault as 
those insured in Company A, and there 
will be an offset in adjustment costs. 
Compensation Laws 
Venezuela has a workmen’s compen- 
sation law which is more exacting upon 
insurers than anything we know in this 
country. Under the workmen’s compen- 
sation law there, total disability bene- 
fits of full salary are allowed from the 
first day and up to six months. There 
is no waiting period. If any of the 
underwriters feel they are taken ad- 
vantage of here in the States we refer 
them to our problems in Venezuela. 
Unrealized by many is the fact that 
American laws, particularly the Califor- 
nia workmen’s compensation act, follows 
Americans abroad when hired to do 
work in a foreign country. Usually a 
claim, in connection with employment 
of this kind, results in liability. So, in 
effect, when “we write insurance under 
the California workmen’s compensation 
act res the work done in a_ foreign 
country, we give accident and_ health 
insurance, so to speak, 24 hours a day.” 














Safe drivers and sane jurors 
can control the cost of auto- 
mobile insurance. 
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GAB CHANGES IN EAST 


Patten Manager at Philadelphia and 
Blaetz at Atlantic City; Perkins 
Comes to New York 
Andrew W. Patten has been appointed 
manager of the Philadelphia branch of- 
fice of General Adjustment Bureau, Inc., 
effective October 1. He succeeded Russel 
G. Perkins, who is being transferred to 
the adjusting staff in the New York 

branch office at his request. 

Mr. Patten has been manager of the 
Atlantic City, N. J., branch office. He 
has been a member of the bureau staff 
since 1937 and had previously served in 
the Scranton and Reading, Pa., branches, 
as well as in the Boston office. He was 
appointed manager of the Atlantic City 
office on May 1, 1949, 

Henry C. Blaetz, Jr., has been appoint- 
ed manager of the Atlantic City branch 
office to succeed Mr. Patten. He joined 
the bureau in 1945 after his discharge 
from the Navy, and had previously been 
assigned to the New York and Asbury 
Park branches. He was transferred to 
Atlantic City as staff adjuster in 1947, 


ANOTHER BEST’S BOOK READY 


1951 Edition of Fire & Casualty Aggre- 
gates and Averages Contains 138 
Pages of Charts, Tables 

Alfred M. Best Co. of New York is 
now ready with the 1951 edition of its 
Fire and Casualty Aggregates and Aver- 
ages, containing 138 pages of charts and 
tables. Covering the fire-marine and 
casualty-surety insurance fields, this 
book brings together under one cover 
the most important statistical data ac- 
cumulated over the past 50 years. These 
data are supplemented by specially pre- 


pared tabulations and long-term trend 
studies shown in charts, graphs and 
tables. 


Complete data is given on stock, mu- 
tual, reciprocal and Lloyds’ organizations 
including operating results and aggre- 
gate figures. In addition a breakdown of 
experience by lines is presented which 
points to changes in volume and experi- 


ence, affecting over-all fire and casualty 
totals. 
Federal taxes have been segregated 


for the past several years to enable bet- 
ter interpretation of operating figures. 
A further refinement in reporting casu- 
alty underwriting experience on liability 
and workmen’s compensation insurance 
is the compilation of such experience 
using actual case basis reserves rather 
than statutory reserves. This not only 
brings the experience in line with cur- 
rent trends but has the added advantage 
of correlating with Federal income taxes 
which are levied on case reserves. 

Best’s Fire and Casualty Aggregates 
and Averages costs $10 and may be 
ordered from the New York home office 
of Alfred M. Best Co. or from any of 
its branch offices in Atlanta, Boston, 
Chattanooga, Chicago, Cincinnati, Dallas 
and Los Angeles. 


Associates Honor Mahn on 
Departure From St. Louis 


Hohman Mahn, former eastern Mis- 
souri state agent for the Springfield Fire 
& Marine Insurance Co., who has been 
made secretary of the company at the 
home office, was guest of honor recently 
at a testimonial farewell luncheon at St. 
Louis under joint auspices of the Mis- 
souri Field Club, Missouri State Fire 
Prevention Association and St. Louis 
Pond of the Blue Goose. 

Arthur L. Corey, Travelers Group, 
Peoria, Ill., most loyal gander of the 
Blue Goose, presided. Several gifts were 
presented to the honor guest, including 
a suitcase for himself and a silver serv- 
ing tray for Mrs. Mahn. Presentation 
speeches were made by Mr. Corey, Rob- 
ert M. Gisburne, Home Insurance Co., 
and Thomas Kingsley, Travelers Group. 
Mr. Mahn is being succeeded as state 
agent for the Springfield by Bruce E. 
Westerling. 
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Public Adjusting Firms 
In Detroit to Merge 


CONTROVERSY HELD SETTLED 





National Association of Public Adjusters 
Moves Promptly to Remove Alleged 
Improper Solicitation 





The National Association of Public 
Insurance Adjusters, through its presi- 
dent, William Goodman of Baltimore, 
states that the recent publicized contro- 
versy involving several Detroit public in- 
surance adjusters and the Michigan State 
Insurance Department, has been amica- 
bly settled and a solution reached at a 
meeting held in the Detroit-Leland 
Hotel, Detroit, on September 25. 

After the Detroit situation was brought 
to the attention of the National Associa- 
tion of Public Insurance Adjusters, Mr. 
Goodman arranged a meeting and sum- 
moned the public adjusters of the De- 
troit area to meet with A. H. Butterick, 
administrative assistant of the Insurance 
Department of Michigan. 

In the presence of Mr. Butterick, and 
after considerable investigation, discus- 
sion and fact-finding, it was determined 
that consolidation of several public in- 
surance adjusting firms in Detroit would 
eliminate the alleged improper solicita- 
tion of fire loss claims and other claimed 
evils. It was further concluded that the 
improper solicitation of fire loss claims 
could not be charged directly to all pub- 
lic insurance adjusters since certain 
building contractors, acting in dual ca- 
pacity, were responsible for the criticized 
methods of solicitation. 

An understanding was reached be- 
tween three Detroit public insurance ad- 
justers firms to form one organization 
for the best interests of the profession, 
the insurance industry and the public. 
An agreemennt was signed by A. Mackey 
president, National Fire Loss Adjusters, 
for the Mackey Co.; Harold Warren, 
Inc.; and Charles I. Jacobson and Mau- 
rice Levin, all of Detroit. 


National Buyers Ass’n Has 
Pacific Coast Chapter 


The National Insurance Buyers Asso- 
ciation, Inc., announced this week that 
another one of its goals had been at- 
tained in formation of a chapter on the 
Pacific Coast. The new chapter, known 


as_ the Northern California Chapter, 
NIBA, will have its principle activities 
in the San Francisco Bay area with 


headquarters in San Francisco. 
Officers elected include Fred Green- 
law, insurance manager, Kaiser Compa- 
nies, Oakland, president; J. M. Brady, 
treasurers’ department, Standard Oil Go, 
of California, San Francisco, vice presi- 
dent; John J. Schuck, —_ unt secre- 
tary, Coast Service Co. San Francisco, 
secretary; Miss D. Hanson, manager, 
insurance department, Fibreboard Prod- 
ucts, Inc., San Francisco, treasurer. 


Loss Bureau Changes in 
Georgia, North Carolina 


The General Adjustment Bureau has 
—— a new branch at Brunswick, 
Ga. J. R. Carson is in charge. He joined 
the bureau in 1940 and has served pre- 
viously in Atlanta and Augusta, Ga. As- 
sisting him are V. A. Prohaska and W. 
H. Swinney, Jr. 

Newell W. Sapp has been appointed 
manager of the bureau branch at Greens- 
boro, N. C., succeeding H. G. Heyward, 
Tr., who is being transferred to Memphis, 
Tenn., as general adjuster for cotton 
losses. Mr. Sapp was formerly manager 
of the Spartanburg, S. C., office and is 
a native of Greensboro. He was with a 
local agency for seven years and then 
with the Home Owners Loan Corp. 


THOMAS F. McHALE DIES 
Thomas F. McHale, 75, retired insur- 
died Sep- 


tember 22. His wife and a son survive. 


Insurance Fire Expose on 


TV Program on October 11 

“The Case of The Old Flame,” dra- 
matic story of a criminal arsonist who 
is exposed by an insurance company 
eee, was telecast over the 
CBS-TV network, Thursday, October 11, 
on the “Racket Squad” program. As a 
public service, the Philip Morris ciga- 
rette company sponsors the show which 
exposes the frauds and confidence games 
that annually mulct more money from 
the American people than is taken by 
all the thugs with their violent crimes. 

“The Case of The Old Flame” deals 


with the fifth consecutive disastrous 
warehouse fire suffered by a shoe com- 
pany. The head of the company is, on 
the surface, a respected member of the 
community. Each of the fires fails to 
yield any evidence of arson. 

However, persistence of an insurance 
investigator who refuses to give up 
when he realizes the fantastic odds 
against one firm having five legitimate 
warehouse fires in a row, breaks the 
case. His efforts are supplemented by 
those of the “Racket Squad,” headed by 
Capt. John Braddock, played by Reed 
Hadley. 


Three New AFIA Offices 


The American Foreign Insurance As- 
sociation announces opening of an office 
for servicing fire, marine and casualty 
risks in foreign lands in the Woodward 
Building, 733 - 15th Street, N. W., Wash- 
ington, D. C., under the supervision of 
A. E. Lampe, CPCU, manager. 

General Manager L. C. Irvine reports 
two other domestic branches of the 
AFIA at 175 W. Jackson Boulevard, Chi- 
cago, under the supervision of Frank A. 
Hohenadel, Jr., midwest supervisor, and 
at 220 Bush Street, San Francisco, under 
Allan L. Pither. West Coast manager. 








DISASTER often means 
Lost Opportunity 






These 3 typical cases show why... 


b dscane young home buyers paid fire premiums 

with their mortgage, but discovered too late 
that the policy covered only the lender’s interest. 
The up-and-coming executive insured his house 
but lost heavily through storm damage on the 
uninsured, rain-drenched contents. 


The retired folks paid up their mortgage but lost 
their investment through fire insurance based on 


yesteryear’s market values. 


Chances are, these people didn’t heed their 
agents’ advice. Today more than ever, it’s im- 


sG. 





Affiliated with UNITED STATES FIDELITY AND GUARANTY COMPANY 
HOME OFFICES: BALTIMORE 3, MARYLAND 


portant that insurance men help their clients 
see and grasp the opportunity to protect 
themselves through adequate coverage. Your 
clients’ insurance opportunities are your busi- 
ness opportunities. 

Follow these three simple rules to help pre- 
vent such disaster losses in your community: 


1. Sell proper insurance to value. 


2. Sell extended coverage with fire. 


Member: 


3. Sell contents insurance . . 
justify, sell the personal property floater. 


. or when values 


FIDELITY & GUARANTY 
INSURANCE CORPORATION 


National Board of Fire Underwriters 
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York-Antwerp Rules of 1950 Held 


Forward Step in General Average 
By Hucu A. MuLLIns 


of the ad- 
Burdick 
and one 


Hugh A. Mullins, manager 
justing department of Rollins 
Hunter Co. in New York City, 
of the nation’s leading authorities on gen- 
eral average in marine loss work, 
presented an up-to-date picture of general 
average legal decisions and an explanation 
of the York-Antwerp Rules of 1924 and 
1950 in an address he made before the 
Association in New York 
His presentation of the 
principles of general average, how it is 
applied in specific cases and how United 
States law and British law differ in their 
interpretations of average situa- 
follows herewith: 


Part III 


Rule F deals with substituted expenses. 
allowance in general 


ocean 


American Bar 


City recently. 


general 


tions 


It provides for their 


average up to the amount of general 
and 
may 


latter 


expenses thereby avoided 
regard to any saving that 
be made by other interests. The 
provision is new in the 1950 rules. 

Rule I (though cast in negative form) 
provides for the allowance in general 
average of cargo jettisoned for the com- 
mon safety provided the stowage of the 
cargo was proper in accordance with the 
custom of the particular 


average 
without 


sein see 
trade. 

Rule Il provides for the allowance in 
general average of loss or damage conse- 
quent upon jettison or other sacrifice for 
the common safety. 

Rule III deals with allowances for loss 
or damage due to the extinguishing of 
a fire and is in agreement with what was 
said on page three above. 

Rule IV provides that no allowance 
shall be made in general average for loss 
or damage due to the cutting away of 
the remains of spars, etc., which have 
been carried away by sea perils but still 
remain attached to the ship. It is at 
variance with United States law which 
deals with such cases on their individual 
merits and permits an allowance if there 
reasonable prospect of the re- 
saved. 


was any 
mains being 


Voluntary Stranding 


Rule V deals with voluntary stranding. 
[t permits the allowance in general aver- 
damage arising out of a 
vessel being intentionally run ashore, 
unless the alternative is that she will 
inevitably drive on shore or on rocks. In 
this latter event the stranding is not 
deemed to be voluntary and only the 
loss or damage in refloating may be al- 
lowed in general average. 

United States law is somewhat more 
liberal in this connection. Even if strand- 
ing is inevitable, nevertheless if the mas- 
ter runs the vessel ashore in a different 
place with a view to minimizing the loss, 
the stranding is deemed to be voluntary. 

Rules VI and VII are substantially the 
same except VI deals with sailing ships 
and VII with steamships and motor ves- 
The rules provide that any damage 
done to the means of propulsion in ef- 
forts to save the ships or vessels when 
they are ashore shall be allowed in gen- 
eral average. No damage to the means 
of propulsion is allowable in general 
average if the ships or vessels are afloat. 

Here again United States law is more 
liberal. Damage to the means of propul- 


loss or 


age of 


1 
Seis. 


ships and vessels are afloat 
is given careful consideration in each 
particular case and may be allowed in 
general average if the facts so warrant. 

Rule VIII deals with losses and ex- 
penses of lightening a ship which is 
ashore. It permits the allowance in gen- 
eral average of any extra expenses in 
lightening and subsequently reloading as 
well as any damage done to the cargo, 
fuel and stores in these operations. 


sion while 


Burning for Common Safety 


Rule IX deals with the 
ship’s materials and stores 


burning of 
as fuel when 
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necessary for the common safety. It per- 
mits the allowance in general average 
of the materials and stores so burnt only 
when the ship had an ample supply of 
fuel when she left her last fueling port. 
General average must be credited with 
the fuel equivalent of the materials and 
stores burnt. The price used in calculat- 
ing this credit is the fuel price at the 
vessel’s last fueling port on the day of 
her departure. 

The corresponding 
rules also dealt with 
obviously inequitable that a merchant 
whose cargo had been burnt as_ fuel 
should be deprived of the protection of 
general average because of the fault of 
some other party for whom he was in 
no way responsible. As a result cargo 
has been excluded from the operation 


rule in the 1890 
cargo, but it’ was 
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You Can Count on This! 


The Commercial Union-Ocean Group un- 
qualifiedly and unswervingly supports trained 
and experienced Agents and Brokers as the 
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of the rule. If cargo is necessarily burnt 
as fuel, its owner is entitled to an al- 
lowance in general average by virtue of 
Rule D, and if the original fuel supply 
was in fact insufficient the various cargo 
owners contributing in general average 
would have recourse against the party 
responsible for the insufficiency. 

Rules X and XI deal with expenses in 
connection with a vessel’s putting into a 
port of refuge and can best be treated 
as a unit, 

They envision a vessel putting into a 
port or place of refuge or returning to 
her port or place of loading in conse- 
quence of accident, sacrifice, or other 
extraordinary circumstances which ren- 
der the putting in or return necessary 
for the common safety. They make no 
such distinction between putting in be- 
cause of particular average damage and 
putting in because of a general average 
sacrifice as was made in the cases of 
Atwood vs. Sellar (i) and Svendsen vs, 
Wallace (j), referred to above. 


Port Charges 


The rules call for the allowance in 
general average of the expenses of en- 
tering the port, of the port charges 
while there—except insofar as they are 
incurred in respect of non-general aver- 
age repairs—and the expenses of leaving 
the port when the vessel resumes her 
voyage. 

If the discharge or handling on board 
of cargo, fuel or stores is necessary for 
the common safety or to permit the 
making of repairs (general average or 
particular average) necessary to enable 
the vessel to continue on her voyage, the 
expenses thus involved are allowable in 
general average. The expenses of storing 
the discharged cargo, etc., of insuring it 
when out of the ship and of subsequently 
reloading and stowing it, when incurred, 
are also allowable. 


(To Be Concluded) 


Discuss Safety Plans for 
Mississippi River Ships 
New and better ways of obtaining 
maximum safety in operation of mer- 
chant vessels along the Mississippi River 


and its tributaries were discussed at a 
meeting in St. Louis last month and 
attended by ten high Coast Guard 


officers and 14 representatives of various 
commercial barge lines, etc. Known as 
the Western Rivers Panel, a section of 
the Merchant Marine Council, an or- 
ganization formed by the Coast Guard 
as a medium for discussion between 
the Coast Guard and merchant vessel 
operations, the panel is held annually. 
ero discussed at the meeting here 
included inspection of merchant vessels, 
licensing of merchant marine officers 
and the problems of owners of pleas- 
ure river craft. 

Among those who attended the confer- 
ence were Vice Adm. Merlin O’Neill, 
commandant of the Coast Guard, Wash- 
ington, D. C.; Rear Adm. Halert C. 
Shepheard, chief of the Coast Guard 
Merchant Marine Safety Division; Rear 
Adm. Roy Raney, commander of the 
Ninth Coast Guard District, Cleveland; 
Capt. Charles W. Thomas, commander 
of the Second Coast Guard District, 
St. Louis; Capt. Frank Leamy, com- 
mander of the Eighth Coast Guard Dis- 
trict, New Orleans; Capt. R. M. Ross, 
chief of the aids to navigation division, 
Washington, D. C.; Capt. James C. 
Wendland, secretary of the conference; 
Capt. Henry T. Jewell, chief of the 
merchant marine vessel personnel divi- 
sion, Washington. 
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Aetna Life Cos. Name 
Hallowell C. & S. Head 


PROMOTE KNAPP AND PROVOST 
Hallowell Succeeds Late C. B. Morcom 


in Executive Supervision; Promoted by 
Life and Fire Companies of Group 

Vice President C. G. Hallowell has 
been given executive supervision over 
the casualty and surety business of the 
Aetna Life Affiliated Cos., Morgan B. 
Brainard, president, announces. 

At meetings of the boards of directors 
earlier this week, Mr. Hallowell was 


Louis Roushon 
HALLOWELL 


appointed a vice president of the Aetna 


Ona Cs 


Insurance Co. and the Automobile 
Insurance Co. He has been a vice presi- 
dent of the Aetna Casualty & Surety 
Co. and of the accident and_ liability 
department of the Aetna Life since 1938. 

In his new responsibilities, Mr. Hallo- 
well succeeds Vice President C. B. Mor- 
com, who died September 26. 

Knapp and Provost Appointed 

Mr. Hallowell, who has been in charge 

of the agency and production operations 


Life 


of the Aetna Casualty & Surety, is suc- 
ceeded as head of the agency depart- 
ment by Secretary E. C. Knapp. 
Franklin E. Provost, who has_ been 
assistant auditor for the Aetna Life 
Affiliated Cos., was advanced by the 
directors to auditor. Mr. Provost suc- 


ceeds the late Howard E. Wright, who 
died on August 18. 
Hallowell Native of Indiana 

A native of Scott County, Indiana, 
Mr. Hallowell was educated in the 
schools of Indianapolis and Chicago and 
has spent his entire business life in 
the insurance field. 

He joined the Aetna organization on 
March 1, 1912 as superintendent of the 
bond department at the company’s In- 
dianapolis office. He was subsequently 
transferred to Lansing, Mich., in a sim- 
ilar capacity and, in 1914, became man- 
ager of the Lansing office. In 1917, he 
was made manager of the New Orleans 
office and, in 1919, he was called to the 
home office as assistant superintendent 
of agencies. 

He was elected an assistant secretary 
in 1923 and was advanced to secretary 
in 1925. In 1938, he was promoted to vice 
president and assumed charge of his 
company’s agency department. 

Knapp and Provost Careers 

Secretary Knapp, who succeeds Mr. 

(Continued on Page 36) 





Five-Point Program to 


Improve N. Y. Traffic Law 


Representatives from the American 
Automobile Association, 
Casualty & Surety 
York State Agents Association, 


Association of 
New 
Greater 


Companies, 


New York Safety Council, Center for 
Safety Education at New York Univer- 


sity, Svracuse Chamber of Commerce, 
Glens Falls Indemnity, and New York 
3oard of Trade met with State Senator 
Seymour Halpern in the office of the 
Board of Trade, on October 3. Purpose 
of the meeting was to discuss a five- 
point legislative program on the revision 
of the state’s traffic Jaws to bring about 
periodic inspection of all motor vehicles 
licensed in New York State; driver edu- 
cation for high schools; revision of the 
licensing requirements both as to new 
applicants and to drivers who must 
qualify in a re-examination because of 
having had three accidents. 

Other matters pertaining to the en- 
forcement of traffic regulations were dis- 
cussed and a program for giving pub- 
licity to this program was adopted. A 
vigorous campaign will be carried on 
with a view to accomplishing its adop- 
tion. 

HEMISPHERIC MEETING IS SET 
Diemand Announces Conference Will Be 
in New York Next Sept. 8-11; Gov- 
ernment Interference Chief Topic 
The Fourth Hemispheric Insurance 
Conference, sponsored by the Chamber 
of Commerce of the United States, will 
be held next September 8-11 in New 
York City, according to an announce- 
ment made by John A. Diemand, presi- 
dent of the Insurance Co. of North 
America and chairman of the chamber’s 

sponsoring committee. 

Prevention of Government intervention 
in the insurance field will, as in past 
meetings, be the main topic of discus- 
sion. Promotion of free enterprise in the 
insurance industry, through conference 
action, already has taken place, said Mr. 
Diemand, who pointed out that resolu- 
tions of the conference have been an in- 
fluence in keeping the Governments of 
Brazil and Mexico from expanding Gov- 
ernment activities in insurance. 

In Brazil, Mr. Diemand said, the Gov- 
ernment postponed indefinitely its plans 
for taking over all workmen’s compensa- 
tion after a meeting of the permanent 
committee in Rio de Janeiro opposed the 
plan. Following the second conference 
in Mexico City, he said, the Mexican 
Government sold one of the two insur- 
ance companies it owned to private busi- 
ness. 





Zimmermann Honored on 


Twenty-fifth Anniversary 


PETER A. ZIMMERMANN 


assistant sec- 
Association ot 


Peter A. Zimmermann, 
retary of the Surety 
America, was guest of honor at an in- 
formal staff luncheon at the Drug and 
Chemical Club on the occasion of his 
15th anniversary with the Towner Rating 
Bureau and the Surety Association on 
October 1. 

Among those present were 
Lewis, general manager of the Surety 
Association; John L. Kirkwood and E. 
Vernon Roth, secretaries, and other of- 
ficers of the association. Invited guests 
were William S. Hering, retired super- 
intendent of the fidelity department; 
Kenneth H. Wood, assistant manager 
of the New York area; Clifford B. Ellin, 
superintendent of the fidelity depart- 
ment; and Philip Saffer, superintendent 
of the contract department, all of the 
New York office of the United States 
Fidelity & Guaranty Co. 

Prior to joining the old Towner Rating 
3ureau, which was consolidated with the 
Surety Association of America in 1948, 
Mr. Zimmermann had spent 14 years as 
fidelity bond underwriter with the United 
States Fidelity & Guaranty, under Mr. 
Hering’s supervision. 


Martin W. 


WISCONSIN AUTO RATE CHANGES 

New automobile liability insurance rates 
became effective in Wisconsin on Octo- 
ber 8, making the 35th state in which 
the National Bureau’s emergency rate 
increase program has been approved. The 
new schedules in this state call for pri- 
vate passenger increases of 10% and 
20% respectively for bodily injury and 
property damage. On commercial cars 
the B.I. rates remain the same but P.D 
rates have been increased 15% 
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Deadline Oct. 31 for 
Preferred Acc. Claims 


G. F. SULLIVAN TELLS BROKERS 


Clarifies Legal Problems From Pro- 
ducers’ Viewpoint Arising Out of 
Company’s Liquidation 


problems from the insurance 
brokers’ viewpoint arising out of the 
Preferred Accident’s liquidation were 
clarified at a meeting September 26 of 
the General Brokers Association of New 
York, Inc., by George F. Sullivan, chair- 
man of its executive committee. Mr 
Sullivan impressed upon the membership 
the need for promptness in taking neces 
sary action to protect both their clients 
and themselves in filing claims. He indi- 
cated the probability of a test case in 
court being brought in cooperation with 
the liquidator in order to determine le- 
gally the effect of recent legislation as 
to the status of brokers as fiduciarics 
which to date has not been put 
the courts. 

As to third party claims Mr. Sullivan 
advised: “Notwithstanding the fact that 
notice of an accident has been peewee V 
filed, where no settlement has been mad 
the policyholder must file a claim on the 
required blanks with the liquidator not 
later than October 31, 1951. This is the 
deadline. Where the amount of claim 
cannot be determined the claim should 
be filed for the policy limits. On claims 
in process of defense under the Motor 
Vehicle Liability Security Fund the 
liquidator should be consulted. 

‘The same procedure is required for 
workmen’s compensation on claims, as 
well as claims being defended by the 
liquidator under the Workmen’s 
pensation Security Fund. All 
claims except A. & H. take the 
procedure. But on liability 
defended by the insured, an amount 
should be included for attorney’s 
and expenses.” 


Legal 


} , - 
pctore 


Com- 
other 
same 
claims being 


fees 


Procedure on Return Premiums 

Speaking of return premiums Mr 
Sullivan said: “Where the broker has 
not taken an assignment the claim for 
the gross return premium must be filed 
by the insured. Where the broker has 
taken an assignment he should consult 
the liquidator for the procedure to fol 
low. Where the broker owes a balance 
on collected premiums not paid to the 
company, we recommend that he deduct 
all return premiums on policies surren 
dered or otherwise, up to and including 
April 30, 1951. This is in controversy 
and if the tender is rejected, we ask 


that our members notify the officers 


of the association giving full particulars 
where the broker does not owe a bal- 
ance. Claim should be made for the 


gross return premium if it has been as 
signed to him.” 

Referring to commissions Mr. Sulli- 
van said: “Claim should be filed for com- 
missions on additional premiums on poli- 
cies subject to audit, which audits have 
not been paid but will be paid to the 
liquidator. Where the exact amount is 


not available, estimate it when filing a 
claim. 
“Where there is any doubt in a 


broker’s mind as to the proper course to 
follow, we suggest that you consult your 
own attorney. In case you do not have 
one, then the attorneys for the General 
Brokers Association may be consulted at 
your own expense.” 

As to the probability of a test 
Mr. Sullivan said: “It is very likely that 
a test case in cooperation with the liqui 
dator will be brought in order to deter- 
mine legally the effect of the recent 
legislation which has to date not been 
put before the courts. The member asso- 
ciations of the Broker Associations Joint 
Council, however, feel that contributions 
should be made by brokers to the ex 
pense of the litigation. It is requested 
that those brokers involved in the he 
ferred Accident’s liquidation indicate 
promptly their ideas on this phas thet 
through their own association or 
to Mortimer L. Nathanson, 44 


(Continued on Page 36) 
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Urges Federal Action 
To Plan for Emergency 


MARY DONLON MAKES REPORT 


Would Preserve Compensation Systems 
and Provide Federal Repayment in 
Cases of Bombing or Sabotage 


The legislative committee of the Inter- 
national Association of Industrial Acci- 
dent Boards & Bureaus, of which Mary 
Donlon, chairman of the Workmen’s 
Compensation Board of New York, is 
chairman, made the following recommen- 
dation at the association’s 37th annual 
meeting in Detroit, October 2: 

“Your committee recommends that this 
association take action to urge upon the 
Congress of the United States and the 
Canadian Parliament prompt enactment 
of legislation that will preserve the in- 
tegrity and vitality of existing workmen’s 
compensation systems and utilize their 
know-how in handling claims under dis- 
aster conditions, and that will provide 
Federal reimbursement on an equitable 
basis to those whose obligation it is to 
pay workmen’s compensation claims for 
disaster injuries caused by enemy action 
or large scale sabotage.” 

Threats Overhang Systems 

The report says that probably the most 
serious threats presently overhanging 
the workmen’s compensation systems of 
the North American continent are the 
disasters that might result from enemy 
bombing or large’ scale _ sabotage. 
Whether or not sabotage would be an 
“act of war” in the legal sense, the re- 
port continues, the fact is that both, 
whether the action comes from outside 
or inside the continent, carry the threat 
of insolvency and procedural chaos. 

The report said this is a problem which 
already has engaged the attention of 
those whose obligation it is to pay com- 
pensation claims and naturally, their in- 
terest is to preserve their solvency. That 
is a concern also of compensation ad- 
ministrators and workers themselves, 
who must look to state funds, insurance 
companies and_ self-insured employers 
for continuing payment of workmen’s 
compensation claims based on non-war 
injuries that arise out of and in the 
course of employment, the report con- 
tinued. 

The committee presented the following 
conclusions : 

Diversity of Opinion 

“1. There is at present wide diversity 
of informed opinion as to the fact and 
degree of employer liability, under work- 
men’s compensation laws, to their em- 
ployes for injuries that may result from 
acts of war, including sabotage. There is 
at least substantial opinion among some 
boards and commissions that, under their 
laws, injuries resulting from target 
bombing might be held to arise out of 
and in the course of the employment. 

“2. The financial burden of claims aris- 
ing out of such injuries is one too great 
for any fund, company or private em- 
ployer to bear. It is probably too great 
for any one state to bear. It is, both by 
its war nature and of financial necessity, 
a Federal matter. 

“3. It is as important to preserve or- 
derly procedures for handling workmen’s 
compensation claims under disaster con- 
ditions as it is to preserve solvency 
Once those procedures have been de- 
stroyed, as they were in England, it 
would be difficult and perhaps impos- 
sible, as it proved to be there, to re- 
turn to a workmen’s compensation sys- 
tem. 

Better to Plan Now 

“4. It is better to make now the plan 
to meet a disaster we hope may never 
occur, rather than to wait until disaster 
and resulting confusion overwhelm us. 

“5. There is a difference of legal opin- 
ion as to whether proposed Federal 
legislation abrogating state workmen's 
compensation laws would be effective. 
While this issue was being judicially de 
termined, the reserves required to meet 
the contingency would imperil all other 
insured obligations. 

Common to U. S. and Canada 
“6. This is a problem common to the 


Proposes Joint Plan For Licensing 


And Rating Automobile Operators 


By WiLit1am WAGNER 


Secretary-Treasurer, Ter Bush & Powell, Inc. 
Schenectady, New York 


If current adverse comments and de- 
velopments are representative of the 
true conditions in the automobile liabil- 
ity insurance field, it seems that the 
time has arrived for complete reconsid- 
eration of the present automobile rating 
plan. 

Insurance companies are deeply con- 
cerned—they have paid out more for 
every $1 taken in on a statewide basis 
over a ten-year period. Requests to in- 
crease rates are resisted by the public 
and result in difficulties in the agency 
field. The agents and producers of auto- 
mobile insurance are plagued with high 
loss ratios for their companies and loss 
of insurance markets. There are current 
rumors that there is approximately 
$25,000,000 of annual automobile insur- 
ance business without a company. Sev- 
eral prominent companies have with- 
drawn from the state of New York, 
penalizing good agencies as well as 
others. One company was taken over 
by the Insurance Department. This or- 
phan business, if in existence, can easily 
become a wedge to create socialized 
insurance business. 

Public Is Unhappy 

The public is likewise unhappy be- 
cause of costs. Current rates for auto- 
mobiles in New York City amount to 
upwards of $300 annually for full cov- 
erage. This cost is net after the income 
taxes if the insured is not permitted to 
take credit for the premium on the tax 
return. Therefore, the income needed to 
pay the premium is substantially higher, 
depending on the tax bracket of the 
insured. No reward or provision is made 
for the accident-free insured. If chil- 
dren under 25 drive, the premium is in- 
creased. Likewise, no severe penalty is 
imposed on the insured creating claims, 
other than being forced into the as- 
signed risk pool. 

Juries are awarding fabulous verdicts, 
making the negligence insurance con- 
tract an accident policy. The legal pro- 
fession frequently charges a percentage 
of the award which is a further incen- 
tive for them to obtain high awards. 

These and many other factors indicate 
a need for change. The method outlined 
hereafter is not expected to be complete 
or sufficiently specific to be adopted. It 
is hoped that it will stimulate thought 
and provoke some action. 

Would Set Up Coordinated Plan 

It is suggested that the Motor Ve- 
hicle Department of the state and the 
insurance companies set ‘up a coordinated 
plan of licensing vehicles and rating 
insurance costs. Under this proposed 
plan, the Motor Vehicle Department 
would require that every licensed oper- 
ator designate a licensed private passen- 
ger car to which the licensee’s operating 





United States and to Canada. 

“7. The concern of workmen’s compen- 
sation administrators is with workmen's 
compensation administration. However 
persuasive may be the arguments, on 
the one hand for Federal insurance of 
property and on the other hand for equal 
benefits to every one who may suffer 
War injury, ours as an association is the 
important responsibility of maintaining 
our workmen’s compensation systems in 
at least as good condition as they are. 
When the production lines become front 
lines, with as great peril to those who 
produce the weapons needed for defense 
as to those who use those weapons, the 
security of known workmen’s compensa- 
tion benefits may be as significant to 
national existence as are similar benefits 
to members of the armed services.” 


experience would be assigned or that 
the license be limited to commercial ve- 
hicles. For example, a family having 
one or more cars as well as operators 
would indicate the individual car to 
which each operator’s experience would 
be assigned. It is the operator that 
causes claims, not the car, as over 90% 
of the cars involved in accidents are 
mechanically perfect, or at least satis- 
factory. 

To start the plan, each person apply- 
ing for a car license would be required 
to list the names of operators assigned 
to the licensed vehicle, and through a 
change of license forms, submit thereon 
in affidavit form the accident experience 
of the operators for the last five years. 
The Motor Vehicle Department has a 
full record of all accidents for this pe- 
riod in the state of New York, and if 
that department maintained its files in 
accordance with the plan requirements, 
the necessary verification of affidavits 
could be audited. Annually thereafter, 
experience for the previous year only 
would be required. 

The Motor Vehicle Department would 
issue an “insurance classification” in ad- 
dition to the usual license. No license 
numbers would be changed, but on the 
insurance classification as well as_ the 
license ticket, a terminal letter would 
he shown. This letter would range from 
A to Z. Using the letter “K” as a clas- 
sification for all new licenses, the Motor 
Vehicle Department would improve the 
letter classification, a letter for each 
vear of no accidents. Each licensed ve- 
hicle would be moved down a letter for 
each involvement in an accident, plus 
a letter or letters when involved in acci- 
dents where the insurance company pays 
out money (applied when money is paid 
—not when accidents occur). The amit 
of money could be for each $500 or any 
part thereof. 

Would Change Classification 

If an insured were involved in an aeci- 
dent on which the company paid a sub- 
stantial sum—for example $5,000—the let- 
ter classification would be changed by 
ten letters. If the amount were larger, 
the trend toward “Z” would be made 
larger. Insurance premiums would be 
charged based upon letter classification 
with substantial amounts in the lower 
classifications. Assureds or operators 
causing companies to make large pay- 
ments would be compelled to pay large 
premiums. It is felt that when you assess 
an insured for bad experience, that some 
degree of change will occur in the driv- 
ing habits. Each year the insured could 
improve his or her cost by the experi- 
ence. There would then be 26 rate clas- 
sifications, and the insuring public would 
soon realize that they have earned a 
classification that is representative of 
the accident developments all drivers in 
their class, and that they are the cause 
of the costs of their pool. Accidents are 
caused by drivers, not cars, and not 
solely by location where the car is pre- 
sumably garaged. 

A suitable adjustment in the letter 
classification or a percentage increase 
could be worked out for the number 
of drivers, children under 25, if desirable. 

If some such plan were adopted, jury 
awards would be tempered. Jurors 
awarding large claims could be made 
to realize that the insured would be 
required to pay a substantially larger 
premium over a period of years. The 
premium would be reduced for each 
accident-free year, thereby enabling that 
insured to earn a reasonable premium. 

Would Know Driving Habits 
It is felt that this plan would cause 


DRIVER COURSE FOR ADULTS 


Greater New York Safety Council Sched. 
ules Classes in Brooklyn; Other 
Courses To Be Conducted 

A free course in safe driving for adult 
motorists—the first of its kind in this 
city—will be given by the Greater New 
York Safety Council and the New York 
University Center for Safety Education 
on three evenings, starting October 25. 

Richard H. Daily, director of street 
and highway safety for the Greater New 
York Safety Council, announced that the 
first course would be limited to 175 mot- 
orists. It will be held at the Flatbush 
Branch Building of the Brooklyn Union 
Gas Co., 19 Duryea Place, Brooklyn, be- 
tween 7 and 9 p.m. on the evenings of 
October 25, November 1, and November 
8. Motorists may register at the council 
office, 60 East Forty-second Street. 

_ It is planned to hold similar classes 
in other parts of the city. Instructors 
will be supplied by the State Motor 
Vehicles Bureau, the Police Department, 
the Board of Education, New York Uni- 
versity, the Greater New York Safety 
Council, the Duo-Dial Quiz Corporation 
and Porto-Clinic, Inc., manufacturers of 
driver training and testing instruments. 

The course will consist of two hours 
of motion pictures and four hours of 
lecture, discussion, driver testing and ac- 
tivities pertaining to driver safety. The 
announcement referred to it as a re- 
fresher course for drivers, but Mr. Daily 
said that future courses might be open 
to non-drivers seeking training in safe 
driving before going up for their li- 
censes. 

The course will not include actual 
driving in the streets, although traffic 
conditions, including sudden hazards, will 
be flashed in motion picture film before 
the students sitting behind a wheel in a 
testing device which will measure their 
reactions and timing. 


SQUARE CLUB TO MEET OCT. 15 

The Insurance Square Club of New 
York will hold its next monthly meet- 
ing at the Drug & Chemical Club, Mon- 
day evening, October 15. Victor T. Ehre, 
vice president, has arranged for a floor 
show at the conclusion of the business 
meeting. 





parents to better supervise the driving 
habits of young people. Law enforcement 
officers would be aided in their admin- 
istration by these “letters,” they would 
know the driving habits of the opera- 
tors. Plans could be worked out to assess 
fines, revoke licenses, etc., based on let- 
ters. Drivers could redesignate vehicles 
to which their experience is assigned— 
subject to reasonable limitations, such 
as within families. Provision to include 
out-of-state accidents would be con- 
trolled by reports of payments by the 
companies. Improper affidavits would be 
investigated by the Motor Vehicle De- 
partment, and if abuses develop, penal- 
ties in letter classifications could be 
enforced. Letter classifications would be 
applied to the next renewal date of each 
policy. 

The companies could well reexamine 
the cost of increased limits. The rein- 
surance companies had a severe adverse 
development in 1950, Either the percent- 
age increases for high limits in 1940 
were improper, or they are improper 
today. The dollar has substantially 
changed’ in value during the last decade. 

An insurance plan alone will not cure 
the problem. All of the many suggestions 
previously made, such as reexamination 
of drivers, inspections, better highways, 
better law enforcement, elimination of 
improper speed limits in outlying sub- 
urbs, etc., etc., are also necessary. 

This plan is submitted without exten- 
sive research, without the benefit of 
statistical information, and without qual- 
ified rating talent. It is presented with 
the hope for a change of some kind to 
make the operator behind the wheel 
feel the cost of accidents or work for 
a reward by better and more careful 
driving, and with the hope that the ter- 
rible toll of death and injuries on our 
highways will be reduced. 
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SWISS COMPANIES WILL MOVE 


Swiss Reinsurance and Affiliates to 
Occupy New New York Quarters in 
Tower of Chrysler Building East 
The Swiss Reinsurance Co. of Zurich, 
Switzerland, and four major affiliates 
have signed a long term lease for the 
20th, 30th, 3lst and 32nd floors in the 
tower of the Chrysler Building East, 
companion structure to the original 77- 
story Chrysler Building, the world’s 
second tallest building, it is announced 
by Walter P. Chrysler, Jr., president of 

the W. P. Chrysler Building Corp. 

The Swiss Reinsurance Co. and the 
Swiss-Re North American Corp. will 
move from 250 Park Avenue; the North 
American Casualty & Surety Reinsur- 
Corp. will move from 99 John 
Street, and the North American Reas- 
surance Co. will vacate its offices at 
110 East 42nd Street. These firms plan 
to take occupancy sometime after the 
new building is completed in November. 

John M. Linck of Wm. A. White & 
Sons was the broker in the transaction 
and the Hudhattan Corp., Robert E. 
Leigh, president, was the agent for the 
Chrysler Building East. 

The architects for the Chrysler Build- 
ing East are Reinhard, Hofmeister & 
Walquist, with Guy B. Panero, engineers, 
in charge of mechanical design, and 
Edwards & Hjorth in charge of struc- 
tural design. The general contractor is 
the Turner Construction Co. 


ance 


National Bureau Elects 
Fire Company Members 


Effective October 1, the executive 
committee of the National Bureau of 
Casualty Underwriters has elected to 
membership in the bureau the Fulton 
Fire Insurance Co. and Hanover Fire 
Insurance Co., both members of the 
Hanover Group; Commonwealth Insur- 
ance Co. of New York, Homeland In- 
surance Co. * America, Mercantile In- 
surance Co. of America, North British 
& Mercantile g omiea Co. and Penn- 
sylvania Fire Insurance Co., all members 
of the North British & Mercantile 
Group, and American Union Insurance 
Co. of New York and Scottish Union 
& National Insurance Co., both mem- 
bers of the Scottish Union Group. 

One hundred and thirty-two companies 
now comprise the National Bureau mem- 
bership. 


Society of Actuaries 
(Continued from Page 6) 


much to learn on this topic and that it 
— be included. 

Kk. Piper, Provident Life and Acci- 
dent, ge ee out that a Fellow of the 
Society no longer was given a waiver of 
arse yeas in the Casualty Society. 

. H. Tookey, actuarial vice president 
Occidental Life, quoted statistics on the 
importance of accident and health insur- 
ance to life companies. He thought that 
sickness insurance was more complicated 
than life, and presented a challenging 
field to life actuaries. 


H. G. Johnston, North American Lite, 
believed that since sickness insurance 
was an actuarial subject it should be 


covered by the Society of Actuaries. 

A. Pedoe, life manager and actuary 
Prudential of London, thought that the 
life companies should have entered the 
field many years ago, and that the busi- 
ness needed attention from serious- 
minded actuaries. He warned, however. 
about the dangers of non-cancelable poli- 
cies. 


Agency Compensation and Costs 


In discussing likely developments re- 
garding the proposed revision of Section 
213 of the New York insurance law re- 
lating to agents’ compensation and 
agency costs, R. C. Guest, vice president 
Massachusetts Mutual, made two ob- 
servations relating to New York expense 
control. “In the first place,” he said, 
“those companies which have had diffi- 
culty in conforming with the present 
statutes have been mostly concerned 


with the limits exercised through the 
annual accounting to the New York In- 
surance Department of first year and 
other expenses. Secondly, within the 
general agency companies the level of 
agents’ compensation has depended 
among other things upon two factors— 
the take-home earnings of the general 
agent within the over-all commission 
limit and the amount of agency office 
operation cost which is required to be 
paid by the general agent from his com- 
mission income. Within the present stat- 
ute there is little difference between the 
real commission limit in the manager 
company and in the general agency com- 
pany. The key to the situation is in the 
amount of vouchered office expenses paid 


directly rather than through commis- 
sions.” Mr. Guest also said that: “In 
view of the stand taken by the New 
York Insurance Department that cost 


to policyholders should not be materially 
increased and in view of net cost com- 
petition among life insurance companies, 
we may expect that any sound progres- 
sive changes which may be forthcoming 
will be examined especially as to the 
best public interest.’ 

H. B. Wickes, vice president Security 
Mutual, discussed the difficulty of estab- 
lishing new general agencies under the 
present Section 213 expense limitations. 
Under the new proposal, payment of sal- 
aries until a general agent becomes es- 
tablished will probably be used to help 
him get started. Mr. Wickes also pointed 
out the advantages of “heaping” of re- 
newal commissions in encouraging per- 
sistency, helping a new agent to keep 
financially afloat during his first few 
years in the life insurance business, and 
in tiding agents over a period of tem- 
porary depression. Heaped renewal com- 
missions will be easier under the pro- 
posed expense limitation. 

R. E. Slater, centroller John Hancock, 
pointed out that the most important 
factor in agency compensation is not 
commission rates, but rather the produc- 
tion of business. A good agent can be 
adequately compensated by different 


Non-Cancellable 
HEALTH 


and 


and Guaranteed 


ACCIDENT 


methods, while a poor agent, who does 
not produce an adequate volume, will not 
receive enough under any commission 
plan. 

D. J. Lyons, second vice president 
Guardian Life, discussed the advantages 
of the proposed expense limitation re- 


vision for agency cost budgeting. He 
pointed out that agency expenses are 
limited directly under the proposed 


statute rather than indirectly as in the 
present law. This will make it easier to 
establish an agency budget within the 
legal limitation on expenses. 

G. D. McKinney, vice president Se- 
curity Mutual, expressed the belief that 
the structural approach used in draft- 
ing the revision of Section 213 is the 
most constructive step in the regula- 
tion of company expenses which has 
taken place since 1906. He stated that 
the separation of agents’ compensation 
from the other controls is both logical 
and proper, but referred to the barrier 
between compensation for the first fif- 
teen years and subsequent years as a 
ae of the proposed law. 

F. Richardson, associate actuary 
ied rife of New York, demonstrated 
that the average size policy has _ in- 
creased by 2/3 since 1939 and that. the 
average first year commission per policy 
has increased nearly 80% during the 
same period. He pointed out that De- 
partment of Labor Consumer Price In- 
dex for 1949 was 170% of the 1939 fig- 
ure, and that it appears that the average 
size policy and the average commission 
have kept pace with this index. 

Interest Rates and Investments 

In the discussion of interest rates and 
investments and related topics, W. C. 
McCarter, assistant actuarv, Northwest 
ern Mutual, said that credit restrictions 
had had little effect on the rate of policy 
loan borrowing in his company. There 
had been no noticeable change in the 
volume of settlement funds left on de- 
posit and only a slight increase in their 
rate of withdrawal. 

E. M. McConney, president Banker’s 
Life of Iowa, thought that the best way 
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for the companies to increase the cur- 
rent flow of cash to combat inflation was 
to encourage the field force to sell more 
insurance, since the other avenues of in- 
creasing income, decreasing disburse- 
ments, or increasing the turnover of as- 
sets did not seem promising. 

| Daas 3 Moorbe ad, executive vice presi 
dent U. S. Life, mentioned that a care- 
fully planned campaign to encourage in- 
stalment repayment of policy loans might 
be worthwhile. 


W. A. Jenkins, administrative vice 
president Teachers Insurance and An- 
nuity, pointed out that the outlook for 


increased interest rates had darkened 
since March, so that any change in pre- 
mium rates to anticipate increased inter- 
est returns no longer seems warranted. 
If such changes later appear advisable, 
non-participating rates might well be ad- 
justed, although participating rates could 
be continued. In annuities and settle- 
ment options, improved mortality might 
well offset increased interest yields 
Long-term trends in expense and mor- 


tality should be carefully recognized. 
D. N. Warters, executive vice presi- 
dent Bankers Life of Iowa, said that 


the extent to which companies reinvest 
at higher yield in current markets is 
largely determined by the available 
market offerings and their impact on 
the company’s investment position. Since 
the Federal Reserve Board stopped sup- 


porting the government bond market, 
new bond issues have been offered at 
more attractive prices. However, call 


provisions in these new issues have been 
unfavorable and in many cases the mar- 
ket at the quoted price has been too thin 
to accommodate a large purchaser of 
securities. 


Social Security Amendments 

R. J. Myers’ paper, “The 1950 Amend- 
ments to the Social Security Act” 
brought forth much comment on the So- 
cial Security system. A. M. Niessen, R. 

Hohaus and M. A. Linton thought 
the 1950 amendments improved the Act 
and believed that many of the principles 
embodied in the Act were the right ones. 
Their principal criticism was its failure 
to provide coverage for a large enough 
proportion of the population. 

Elizabeth Wilson, however, cited ex- 
perience in Brazil, France and Britain 
where very high social welfare costs are 
thought to be lowering productivity and, 
therefore, lowering living standards 

Pooling War Risks 

In discussing the pooling of war risks 
on Group life insurance coverage, R. A. 
Hohaus, actuary, Metropolitan, empha- 
sized the importance of using a dividend 
formula which could be modified on short 
notice to meet any unusual requirements. 
He stated that the Metropolitan had re- 
duced group dividends immediately after 
Pearl Harbor, and that special modifica- 
tions had been made in the dividend 
formula following the Texas City dis- 
aster. 

G. N. Watson, assistant actuary Crown 
Life, continuing the discussion of war 
risk pooling, pointed out that some com- 
panies would not feel it worth while to 
join a pool, while others would. He de- 
scribed some of the circumstances which 
would influence companies’ decisions. He 
also mentioned that a pooling arrange- 
ment would not take care of the asset 
losses that might result from a disaster, 
although the loss of assets might have a 
more powerful effect on companies than 
loss of life. 

Conversion of Group Policies 

The conversion of group hospital and 
accident and sickness coverage to indi- 
vidual contracts upon termination of em- 
ployment was discussed by Morton D. 
Miller, assistant actuary, Equitable. He 
stated that converted contracts are al- 
most certain to result in losses and that 
the losses should be charged against the 
group policy. 

Clarence Tookey, actuarial vice presi- 
dent Occidental Life, also discussed con- 
versions. He stated that his company 
had put the conversion privilege in their 
group hospital and surgical policies about 
three years ago in order to meet the 
competition of Blue Cross. 
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Formal Opening of New Home Office 
Features Peerless Casualty’s 50th Year 


\s one of the major events of its 50th 
anniversary year the Peerless Casualty 
of Keene, N. H., held the formal open- 
ing of its new home office building a 
fortnight ago with approximately 175 
guests and company personnel in attend- 
ance. The guests, who came from all 
sections of the country, included bank 
and business representatives, Peerless 
Casualty agents and their wives, officials 
of state departments and executives of 


the second floor, front, with the board 
of directors’ room in the central location. 
Also on this floor are the bonding and 
claim departments and personnel, trans- 
cribing and purchasing divisions. On the 
third floor are located the automobile 
underwriting department; the fire insur- 
ance division of the Peerless; the agency 
department of the Grange Companies 
affiliated with the Peerless; also the la- 
lies’ dining room, lounge and_ kitchen. 





Left to right—B. Cramton Carrick, vice president; John O. Talbot, vice president; 
Richard C. Carrick, president; Walter G. Perry, chairman of the board; William 
Perry, secretary and treasurer. 


other insurance companies. Also on 
hand were service representatives and 
local business leaders. All were welcomed 
by Walter G. Perry, chairman of the 
board; Richard C. Carrick, president of 
the company and his fellow officers in- 
cluding John O. Talbot, vice president in 
charge of arrangements; William F. 
Perry, secretary and treasurer, and B. 
Cramton Carrick, vice president and 
agency director. 

The housewarming 


program began 


The company’s collection department 
is located on the ground floor as well as 
offices of the New England Acceptance 
Corp., also the statistical, supply, mail- 
ing, photostat, dark room, microfilm, 
printing and boiler rooms. 

Architects of the building were Cram 
and Ferguson of Boston, Mass., and the 
general contractor was the MacMillin 
Co., Ine., of Keene. 

The company’s board of directors held 
its first meeting in the new building on 





New Home Office Building of Peerless Casualty Co. 


with an inspection of the building. It is 
a handsome three-story structure, front 
of which is faced with Indiana lime- 
stone. The entrance motif comprises or- 
namental granite stonework, a stainless 
steel marquee and center panel. For the 
other exterior surfaces of the building 
New England waterstruck brick has been 
used. Most significant feature of the 
home office is that all departments of 
the company are housed under one roof. 
This will make for more efficient opera 
tion, says President Carrick. 

The executive offices are located on 


the first day of the formal opening. 
This was followed by a luncheon served 
the following noon at the Keene Coun- 
try Club and a dinner and entertainment 
that evening at the same club. Featured 
as participants were the Keene Lions 
Club male quartet; Harley E. Folsom, 
Albert J. Ricci, Robert M. Clark, Jr. and 
Francis E. Faulkner, attorney; also vocal 
numbers by R. C. Deckelman and Ed- 
ward Marshall with L. L. Farina as 
piano accompanist. The following day 
(Sunday) the guests on their own en- 
joyed sightseeing trips and golf in New 


LARSON STICKS TO DECISION 
Florida Official Announces Increased 
Auto Liability Insurance Rates Will 
Remain in Effect a Year 

Although announcing October 4 that 
Florida’s increased motor vehicle liability 
insurance rates would remain in effect 
at least a year, Florida State Insurance 
Commissioner J. Edwin Larson expressed 
hope that next year would bring a rate 
reduction. 

A “careful investigation of the entire 
matter” is continuing, he said, in view 
of the fact that the order approving the 
premium increase would expire within 
a vear. 

In confirming the boost in rates, Mr. 
Larson pointed out that most insurance 
firms suffered a deficit under the old 
rates. He further noted that the rate 
increase is only 13.5% over prewar levels 
while other costs have almost doubled. 

If the rates had not been raised, Mr. 
Larson said, existing policies would have 
been reduced in value or the companies 
would have been forced to cease writing 
automobile liability insurance in the 
state. 

Commissioner Larson’s decision was 
mzde following the request of Attorney 
William C. Murre'l of Jacksonville that 
the Commissioner nullify his order 
granting increased rates. Mr. Murrell 
has stated that he will go into Circuit 
Court “and exhaust every legal remedy” 
in the fight to lower insurance rates. 


Preferred Accident Claims 
(Continued from Page 33) 


Street, Brooklyn, who is chairman of the 
Broker Associations Joint Council - Pre- 
ferred Accident committee. The decision 
as to whether a test case will be under- 
taken at this time depends largely on the 
response for financial assistance which 
is necessary to carry the case through 
the New York Court of Appeals,” 





Hampshire’s beautiful mountains. 

The growth of Peerless Casualty dur- 
ing the past year is well indicated by 
President Carrick’s annual report in 
which he promised that its 50th anniver- 
sary would be the best year to date. 
“We are all facing the future with con- 
fidence in our organization,” said Mr. 
Carrick, “regardless of what demands 
may be forthcoming. We shall continue 
to follow the same conservative policies 
and principles which we have pursued in 
the past inasmuch as we recognize that 
economics is a science of analysis and 
not one of prophecy.” 

For the year 1950 the company pro- 
duced net written premiums of $7,000,302, 
a gain of $1,206,077 over the previous 
year. Net premiums earned were $6,469,- 
560, an increase of $1,367,814 over 1949. 
Realized earnings (before Federal in- 
come taxes) were $859,610 of which $624,- 
245 was on underwriting and $235,365 on 
portfolio and other income items. After 
taking care of income taxes and divi- 
dends the remaining part of these earn- 
ings, Mr. Carrick explained ($232,982) 
was carried to surplus and special sur- 
plus funds. It was further noted: 

“The surplus and special surplus funds 
were further increased (1) by the sale of 
19,500 shares of stock to stockholders 
at $15 per share (par value $5), which 
transaction ‘added $195,000 to surplus— 
there was no selling expense; and (2) 
by the further sum of $235,209 (market 
over book, statutory equities). 

“Capital account was increased from 
$1,250,000 to $1,400,000 by (1) the stock 
dividend of $52,500 and (2) the sum of 
$97,500, which is the par value of the 
stock purchased by the stockholders. To 
summarize: Capital account was_ in- 
creased by $150,000, special surplus funds 
by $263,190, and surplus by $400,000.” 

Total assets of the company as of last 
December 31 were $11,973,357 and policy- 
holders surplus was $4,129,512. The Peer- 
less does a multiple line business, both 
direct and reinsurance, and operates in 
all states except Arkansas, Louisiana and 
Mississippi. 


BOYD JOINS UNION CASUALTy 


Named Individual A. & H. Manager and 
Supt. of Agencies; Company Launch. 
ing Expansion Program 

Union Casualty Co. of New York has 
appointed Samuel A. Boyd as manager 
of its individual A. & H. department and 
as superintendent of agents, effective Oc- 
tober 15. This appointment, announced 





SAMUEL A. BOYD 


this week by Dr. Leo Perlman, execu- 
tive vice president of the company, is in 
keeping with the expanding activity of 
Union Casualty in the individual field. A 
variety of new policies are now being 
prepared to fit individual and family 
needs. ; 

Mr. Boyd, who was previously with 
American Progressive Health of New 
York as superintendent of agents, has a 
background of over 25 years in A. & H. 
and life insurance selling. Under his di- 
rection Union Casualty will make new 
agency appointments in many of the 16 
states in which it is licensed. 


Eager and McGowan Join 
Seaboard Surety Company 


John F. Eager has joined the Seaboard 
Surety Co.’s fidelity department, effec- 
tive October 1, Mr. Eager was formerly 
with the National Surety Corp. and has 
been active in the development, under- 
writing and production of the compre- 
hensive, dishonesty, destruction and dis- 
appearance policy. 

W. A. McGowan, who was senior un- 
derwriter in the contract bond depart- 
ment of the National Surety, joined the 
Seaboard Surety, September 1, in a simi- 
lar capacity. 


Hallowell Succeeds Morcom 


(Continued from Page 33) 


Hallowell as head of the agency depart- 
ment, was born in Marcellus, N. Y., and 
was educated at Cornell University. 
After overseas service in World War I, 
Mr. Knapp joined the Aetna as a special 
agent at the Brooklyn office. After ex- 
perience in this office, he was transfer- 
red to the New York office and later 
to the Minneapolis office. 

In 1926, Mr. Knapp was transferred 
to the home office and was named a field 
supervisor. He was advanced to assistant 
secretary in 1936 and, in 1942, to secre- 
tary. 

Mr. Provost, advanced to auditor, was 
born in Rush, N. Y., and was educated 
at the University of Buffalo. He joined 
the Aetna’s accounts department in 1918 
and, in 1926, was transferred to the field 
audit department. He was named super- 
intendent of this department in 1931 and 
was appointed assistant auditor in 1946. 
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Expansion of Voluntary 
Ins. Urged by Cornett 


A. & H. CLUB SPEAKER IN N. Y. 


Prudential’s Accident & Sickness Director 
Extols Job Performed by Private Cos.; 
Scores Compulsory Plans 


A stirring appeal that the insurance 
industry must lose no time in expanding 
its present voluntary plans so as to ade- 
quately protect the American public 
against an annual $12,500,000,000 loss of 
income through illness and accidents, or 
face more compulsory health schemes, 
was made by William B. Cornett, di- 
rector of sales and service of The Pru- 
dential’s accident and sickness depart- 
ment, in addressing the October 3 din- 
ner meeting of the Accident & Health 
Club of New York. Mr. Cornett was in- 
troduced by Warren R. Behm, Massa- 
chusetts 3onding, who is second vice 
president of the club in charge of educa- 
tion. Welcome was extended to him and 
other guests including Ardell T. Everett, 
second vice president of The Prudential 
in charge of its accident and sickness 
department, and John E. North, director 
of sales in that department, by Kenneth 
R. Thompson, Century Indemnity, who 
is the club’s president. 

Mr. Cornett told his audience that The 
Prudential and other large life compa- 
nies now coming into the sickness and 
accident field can perform a threefold 
mission which he outlined as follows: 


A Threefold Mission 


“(1) With the good service of their 
agents to the public and with the good 
claim practices they are expected to fol- 
low, they can help educate the public as 
tu the benefits sickness and accident cov- 
erage should provide. Small companies 
which have been doing and are doing a 
good job have nothing to fear from the 
competition of the larger companies, how- 
ever. There are millions of prospects to 
be seen, and the publicity that will be 
centered around sickness and accident in 
the next few years should be good for 
every reputable company in the business. 

“(2) With their large sales forces, they 
can promote the spread of sickness and 
accident insurance rapidly to a larger 
and larger part of our population, and 
before too many years the warm, snug 
blanket of income protection will cover 
practically every American home. 

“(3) In thus rapidly spreading the 
sickness and accident coverage, they can 
render significant service in the battle 
to preserve what we call the American 
way of life.” 

Why Prudential Rechristened Its 
New Department 


_ As to why The Prudential rechristened 
its new department, Mr. Cornett said 
there was an awareness of the fact that 
sickness disables ten people for every 
one laid up by accident. “Instead of 
accident and health,” he explained, “we 
call our new department the sickness 
and accident department. Sickness may 
be in one sense the junior member of 
that partnership but we are thoroughly 
convinced that it is the more important 
member. They tell us that every minute 
208 people are disabled—189 by illness 
and only 19 by accident. That’s the ten- 
to-one ratio that influenced us to re- 
christen the department.” 

Stressing the need for sickness and ac- 
cident insurance, the speaker said: “The 
American Medical Association has re- 
ported that in 1950 they had record of 
over 16 million patients admitted into 
their 6,572 hospitals. That meant one 
hospital admission every 1.9 seconds. The 
average hospital stay was a fraction over 
10 days, with one patient in every 10 
Staying more than three weeks. Millions 
of additional patients were under the 
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doctor’s care at home, either because 
they didn’t need or couldn’t avail them- 
selves of hospital service. 

“The nation’s bill for hospital, medical 
and surgical care is enormous but that’s 
only part of the story. The loss in earn- 
ings is terrific—estimated at $12,500,000,- 
000 a year. 


Average Wage Loss in N. Y. from 
Sicknesses 

“In New York City it is calculated 
that the average wage loss from com- 
mon sicknesses is $228 from sinus, $393 
trom ear trouble, $45 from the common 
cold, $278 from pneumonia, $225 from 
gall bladder. 

“Combine all the expenses of an aver- 
age illness—hospital, medical and surgi- 
cal—add the lost wages—and you find 
the patient’s family struggling against 
a bitter and sorrowful load of debt. In 
a recent year, 28% of all loans made by 
personal finance companies were bor- 
rowed to pay doctors’ and hospital bills. 
Is it any wonder that there is talk of 
socialized medicine and of free hospitali- 
zation under a government plan? Here 
is fertile ground for the social dreamers, 
for the fuzzy-thinking do-gooders, for 
all those who, knowingly or unknow- 
ingly, would take us down the road to- 
ward a socialistic and eventually a totali- 
tarian government. 


Great Cry Today Is for Security 


“Most of us in this country have never 
succumbed to the philosophy that the 
means justify the end; on the contrary, 
if we aim for a democratic result, we in- 
sist on employing a democratic principle 
to achieve it. Today, surrounded by ab- 
normal conditions, the average man longs 
for stability in the world in which he 
lives, both the great international world 
and his smaller, more personal sphere. 
The great cry is for security. In feudal 


times a man had security at the price 
of being a serf tied to the land. 
“What am I driving at? Just this. We 


in the insurance field can do something 


importannt to help the American citi- 
zen realize his dream of personal safety, 


but without violating sound American 
principles and without sacrificing his 
political and economic freedom. The 


conflict between security and freedom is 
a basic one, but if we look back into 
history we find that the most glorious 
accomplishments were achieved by those 
who fought for freedom and used their 
We might call 


prize to build security. 
that the theme song of America! From 
its very founding, when the Virginia 


Company and the Massachusetts Bay 
Company brought to these shores a free 
economy, our citizens have chosen, and 
most successfully, to continue the prin- 
ciple of free association.” 


Points to Growth of Voluntary A. & H. 


As an example of the American way 
of life in action Mr. Cornett pointed to 
the services performed by the private in- 
surance companies which eer the public 
a sure road to security in a very demo- 
cratic way. “Nothing is forced upon a 
man,” he said. “Instead, the dignity of 
the individual is preserved by giving to 
him the responsibility for his own future. 
This, in turn, encourages private in- 
itiative and helps to create what we 
call a ‘go-getter,’ a man with a hunger 
for achievement. . .” Continuing he said. 

“Since the beginning of accident and 
health insurance in the middle of the 
19th century, when loss of working time 
through accidents was first compensated 
for, the growth of such insurance has 
progressed with excellent results, the 
most marked development having come 
during the past few years. To quote the 
president of the American Medical As- 


sociation, Elmer L. Henderson: ‘The re- 
markable growth and development of 
voluntary health insurance—which has 


taken place mainly in just the past ten 


years, and which is_ still gaining 
momentum—is proving that voluntary 
methods can take the economic shock 


out of illness, and that dangerous Gov- 
ernment intrusion in the field of medical 
care is completely unnecessary.’ 

“It is my belief, shared by millions of 
others, that compulsory health insurance 
—political medicine—would not be good 
medicine for the American public. We 
must never lose sight of the fact that 
the duty of government is not to take 
care of its citizens, but rather to enable 
them to take care of themselves. Insur- 
ance on a private and individual level can 
be just the necessary complement to 
freedom of opportunity to work: a job 
protects the present, and insurance pro- 
vides for the future.” 


Memorial Resolutions Passed 


Before the meeting closed two 
memorial resolutions were presented and 
passed. The first was in tribute to the 
late James R. eg president of 
James R. Garrett, Inc., New York, and 
vice president of National Casualty Co., 
who was the first president of the Acci- 
dent & Health Club. It was presented 
by William L. Kick, Fireman’s Fund In- 
demnity. The second resolution recorded 
the passing of William Jeffrey, who in 
his active A. & H. years was with Ocean 
Accident and Royal Indemnity com- 
panies. It was presented by Arnold W. 
Danckwerth, Mutual Benefit H. & A,, 
secretary of the club. 

A nominating committee was appointed 
of which C. Michael Cronin, Travelers, 
immediate past president and executive 
committee chairman, is the chairman. A 
slate of officers will be acted upon at 
the November dinner meeting. 
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H. R. Gordon Memorial 
Award Contest Details 


WINNER TO GET $51 $500 CASH PRIZE 


For Best Written Study on Some Phase 
of A. & H. Business; Open to Co. 
Employes and College Students 


Announcement was made this week of 
the Harold R. Gordon Memorial Award 
competition for educational research in 
accident and health insurance, winner of 


which will receive a cash prize of $500 
for the best beh ao study on some im- 
portant phase of A. & H. insurance. De- 
tails — te competition have 


been sent to A. & H. writing companies 
and to vain and universities offering 
insurance courses. The award will be 
presented at the 5lst annual meeting 


of the Health & Accident Underwriters 
Conference next May in Denver. 
Jarvis Farley, Massachusetts Indem- 


nity, as president of the conference, ad- 
dressed an invitation to the companies 
for the participation of their staff em- 
ployes in this competition. A similar let- 
ter went to: faculty members of univer- 
sities and colleges. Therein it was stated 
that all students in colleges or universi- 
ties and staff employes of A. & H. de 
partments of insurance companies are 
eligible to compete. Entries may be es- 
says of an_ historical, statistical or 
critical-analytical nature and may include 
any area of research in accident and 
health insurance. Entries will be judged 
primarily on accuracy, clarity and con- 
ciseness of expression, importance of the 
subject, and study and research in ac- 
cumulating data. 

Competition Closes March 31, 1952 

Harold R. Gordon, who died in 1948, 
was the first executive secretary and 
later managing director of the confer- 
ence. A trust fund was established in 
1949 in his memory with the income of 
the fund to be used for suitable recog- 
nition of outstanding contributions to 
the accident and health business. The 
trustees of the fund voted to establish 
the present award to encourage interest 
in educational research which would be 
of benefit to the business generally. 

The competition closes on March 31, 
1952, and entries will be reviewed by a 
panel of judges comprising representa- 
tives from the educational field, the in- 
surance business and insurance journal- 
ism. 

In addition to the $500 award, the win- 
ner will be given an all-expense trip to 
Denver to receive the award at the con- 
ference meeting. 

The memorial committee directing the 
competition include J. W. Scherr, Jr., ex- 
ecutive vice president, Inter- Ocean In- 
surance Co., chairman; C. O. Pauley, 
managing director of the conference; 
and E. J. Faulkner, president, Woodmen 
Accident Co. 


N. Y. MEETING SET FOR NOV. 6-7 


NAIC Subcommittee and A. & H. People 
to Delve Further Into “Reasonable 
Loss Experience” Question 

The subcommittee of the National As- 
sociation of Insurance Commissioners 
which has been studying A. & loss 
experience will follow up its September 
18-19 meeting in Chicago by a get-to- 
gether in New York City on November 
6-7. Industry representatives have been 
invited to attend ~ the latter day. 

The subject of A. & H. loss experience 
was thoroughly aired at the Chicago 
meeting but the only subject on which 
final action was taken is that the filings 
to be made as of June, 1953 (on 1952 
business) are to be on the earned-in- 
curred basis. In keeping with this ac- 
tion the NAIC subcommittee is recom- 
mending to its blanks committee that 
the reporting form be changed for 1952 
so that reference to “written” 
and “paid” will be deleted. 

Considerable discussion took place on 
the question of what constitutes a rea- 
sonable loss ratio. The subcommittee 
has not reached a final decision on this 


(Continued on Page 38) 
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McFarlin Urges Students 
To Apply Their Training 


ADDRESSES AETNA GRADUATES 


Gaffey Leads Class; Special Award to 
Dollahite; Soliciting Technique Awards 
to Gaffey, Dollahite and Hayes 
Harry H. McFarlin of Riverdale, Md., 
guest speaker at the recent banquet con- 
cluding the 124th session of the Aetna 
Casualty & Surety sales course at Hart- 
ford, told the graduates that their future 
in the insurance business would be deter- 
mined to a large extent by how they ap- 

plied their newly-acquired knowledge. 

Mr. McFarlin, who has represented the 
Aetna since graduating from the course 
11 years ago, heads the largest insurance 
agency in Prince George’s County and 
was recently named Aetna’s “Sales 
Course Man-of-the-Month” in recogni- 
tion of his outstanding success. 

Knowledge is what counts in servicing 
the insurance-buying public today, Mr. 
McFarlin stated, urging the graduates to 
“oet out and let the people know that 
you know what you're talking about.” He 
stressed the valuable aid rendered agents 
like himself by the Aetna’s field organi- 
zation and recommended using these 
services at every opportunity. 

Should Aid Community 

The importance of participating in 
community affairs was emphasized by 
Mr. McFarlin, who is a_ past aang 
dent of the Hyattsville Lions Club and « 
director of the Prince George’s Chi les 
of Commerce and the Maryland Associa- 
tion of Insurance Agents. 

The class, which included agents from 
15 states and Hawaii, was led by Joseph 
L. Gaffey of Wallingford, Conn. A sec- 
ond blue ribbon award for high scholastic 
standing went to Sam Dollahite of Mar- 
lin, Tex. Gold ribbons, presented for 
demonstrating outstanding skill in solic- 
iting techniques, were won by Mr. Gaf- 
fey, Mr. Dollahite and Jess Hayes of 
Toccoa, Ga. 


ORIENTAL DINNER PARTY 


Staged by Wonese’i s Distelee of Chicago 
A. & H. Assn. on Oct. 4; Misses Meade 
and Boltz in Charge 

Catherine Meade of Loyalty Group, 
Chicago, and Helen Boltz, W ashington 
National, Evanston, Ill, did an outstand- 
ing job in the planning and execution of 
the “Free Trip to the Orient” dinner 
party given by the women’s division of 
the Chicago A. & H. Association Octo- 
ber 4 at the Palmer House. Sixty at- 
tended the affair and guests of honor 
were R. J. Wetterlund, president, Wash- 
ington National; Irving G. Wessman, 
secretary, Loyalty Group companies, and 
Albert H. Wohlers, Youngberg-Carlson 
Co., Inc., who is president of the Chi- 
cago association, all of whom were ac- 
companied by their wives. 

Miss Meade as chairman of the party 
and Miss Boltz as president of the 
women’s division spent many hours in 
decorating the Illinois room of the Pal- 
mer House with lanterns, posters, 
Geisha dolls, umbrellas, Japanese shoes, 
air planes and ships. The Northwest Air- 
lines cooperated by supplying decorations 
and pamphlets from the Orient and 
showed movies of a trip to China and 
Japan. Even the salads and desserts 
were decorated with Japanese parasols 
and fans. 

Miss Boltz presided at the dinner and 
introduced Messrs. Wetterlund and 
Wessman who spoke briefly. To call at- 
tention to the affair the Northwest Air- 
lines had reminder postcards flown from 
Japan on its de luxe “Orient Express.” 


Lafrentz Offers Prevention 
Services to Bank Firms 


During recent weeks there has been 
a growing number of bank defalcations 
in various parts of the country. These 


defalcations have been in substantial 
and varying amounts up to $600,000. A. 
F. Lafrentz, president of the American 
Surety Co., is writing to banks through- 





G. A. Mavon & Co. Holds Its 
Silver Corral Roundup 





Vaughan & Spencer, Inc. 
Left to right: G. S. Yeargan, Trinity 
Universal president; Phil Mavon, presi- 
dent, G. A. Mavon & Co., Chicago; R. F. 
Miller and Lloyd Andrews, Trinity vice 
presidents; G. A. Mavon, board chairman 
of agency. 


G. A. Mavon & Co., Chicago general 
agency, was host recently to over 200 of 
its producers who qualified to attend a 
colorful three-day affair at French Lick 
Springs, Ind., climaxing the Mavon silver 
corral roundup campaign that began 
eight months ago. Those attending the 
roundup praised it as “a celebration 
without equal.” All expenses, including 
de luxe transportation, were paid by the 
agency. 

The roundup was staged in connection 
with the 25th anniversary of Trinity 
Universal, a Texas company which the 
Mavon agency has represented for 23 
years. Mavon is also celebrating its 
35th year. 

An old Texas flavor formed the back- 
ground for the sales promotion campaign 
which generated much enthusiasm among 
Illiniois agents and brokers. The contest 
terminated on September 26. 

The Mavon agency arranged for the 
full use of all recreational activities of 
French Lick, including golf, riding, bow]- 
ing, horseshoes, tennis and swimming 
facilities. Wives of attending qualifiers 
had their own program, a highspot of 
which was a style show. 

Silver prizes, in keeping with the 25th 
anniversary theme, were awarded for all 
sporting events. A unique addition to 
the celebration was the publication of 
“Mavon News” throughout the three-day 
period. The newspaper was put to press 
each evening with full reporting of the 
day’s news and distributed the following 
morning at each guest’s breakfast table. 

An old frontier party with all guests 
attired in western garb supplied by the 
agency was a major attraction. A square 
dance followed an open-grill steak dinner. 
All members of the Mavon executive and 
field organization were in attendance. 
Trinity Universal officials on hand _ in- 
cluded Gordon Yeargan, president, and 
Robert Miller and Lloyd Andrews, vice 
presidents. 





out the country, offering the benefit of 
loss prevention suggestions. His company 
has had more than 65 years of experience 
in investigating bank shortages. 

The American Surety Co. believes that 
a surety company has an obligation not 
only to reimburse banks in case of losses 
due to defalcations and other insurable 
hazards, but also to aid i in the prevention 
of such losses. 

Its investigations have shown that 
most defalcations occur because of some 
underlying weakness or breakdown in 
the bank’s system of internal controls. 
Many banks have excellent systems but 
the controls are not being fully carried 
out. To aid in this respect, the Ameri- 
can Surety Co. has prepared a loss pre- 
vention quetionnaire manual which is be- 
ing offered to banks. 
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Increase in Reinsurance Excess Rates 


Urged at Large Chicago Meeting 


Reinsurance excess rates as applied to 
automobile liability and workmen’s com- 
pensation lines should be increased sub- 
stantially to offset the financial strain 
upon reinsurers caused by inflationary 
costs and high judgments, it was indi- 
cated by L. H. Grinstead, president of 
Beacon Mutual Insurance Co., Columbus, 
O., at the 55th annual meeting of the 
NAMIA in Detroit. 

Mr. Grinstead is chairman. of the 
casualty reinsurance committee of the 
National Association of Mutual Insur- 
ance Companies, which met in Detroit 
with representatives of both mutual and 
stock reinsurance carriers. 

Present inadequacy of reinsurance ex- 
cess rates, he indicated, have created an 
undesirable situation for the excess car- 
riers. Individual reinsurance carriers 
have attempted to increase reinsurance 
rates by the roundabout method of low- 
ering commissions to companies, he ex- 
plained, but this was characterized as a 
temporary and unsatisfactory expedient. 

Reinsurance carriers, it was said, have 
urged primary carriers to seek rate in- 
creases through rating bureau channels, 
with the thought that any increase in 
reinsurance rates is dependent upon such 
action. 

Future Meeting To Be Held 

It was proposed at this meeting that 
primary carriers begin to develop sta- 
tistics segregating losses under excess 
contracts from other losses. A future 
meeting of reinsurers and primary car- 
riers will be held to consider whether 
further action should be taken. 

Reinsurance company officials attend- 
ing the meeting were F. X. Malley, vice 
president, American Reinsurance Corp.; 


To Probe Loss Experience 


(Continued from Page 37) 





point nor on the question as to what 
procedure would be followed when expe- 
rience on a given form went below a 
“reasonable” loss ratio. The subcommit- 
tee’s consideration centered around the 
establishment of a fixed percentage point, 
which would be agreeable to the A. & H 
industry and all policies (except non- 
can. and the special risks type) whose 
loss ratio after five years of experience 
went below that point would be regarded 
as in the “unreasonable loss ratio” class. 
The subcommittee indicated that its 
concern in this connection was related to 
the laws in many states which require 
that rates shall be reasonable in relation 
to benefits and that rates will not be 
unfairly discriminatory. It is a certainty 
that final decision on this question will 
not be made until the December mid- 
year meeting of the Commissioners. 
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B. H. Henderson, vice president, Em- 
ployers Reinsurance Corp.; M. D. Pier, 
executive vice president, Excess Reinsur. 
ance Co.; James Cathcart, vice president, 
General Reinsurance Corp.; John Kitch, 
president, Security Mutual Casualty, and 
Richard J. Cummins, vice president 
Peerless Casualty Co. : 

Members of the casualty reinsurance 
committee are Berthold Woodham, presi- 
dent, Citizens Mutual Automobile of 
Howell, Mich.; John Hynes, president 
Employers Mutual Casualty of Des 
Moines; Herman Wittwer, secretary, 
Farmers Mutual Automobile of Madison, 
Wis.; and Lynn Matteson, secretary, 
Mutual Service Casualty of St. Paul, — 


HEAD OFFICE STAFF CHANGES 


Prebil, Tuncil, Hanch and Hardin Are 
Figures i in Promotions Announced by 
American-Associated Companies 

Four changes in its head office staff 
are announced by American-Associated 
Insurance Cos. A. J. Prebil becomes 
superintendent of the personnel depart- 
ment, and Harry Tuncil has been named 
superintendent of the systems survey de- 
partment. 

30th men have spent their entire busi- 
ness careers with the company. Mr. 
Prebil started in the head office in 
1923 and, following assignments of a 
general nature, advanced progressively 
through positions as automobile under- 
writer, underwriting manager at the New 
Orleans branch office and superintendent 
of the technical training division. His 
new duties will include over-all direction 
of the technical training and employe 
relations divisions. 

Mr. Tuncil joined the company in 
1921 and has had a wide and varied expe- 
rience, both in the field and at the head 
office, in all phases of American-Associ- 
ated’s accounting and statistical opera- 
tions. He was advanced from the position 
of traveling auditor to superintendent 
of the accounting department in 1946 and 
three years Jater was placed in charge of 
the company’s employe relations division. 
Under Mr. Tuncil’s direction, the sys- 
tems survey department will initiate 
extensive projects having to do with 
operation methods and procedures. 

George A. Hanch, Jr., newly appointed 
supervisor of technical training, joined 
the company upon discharge from the 
Army after World War II and is, him- 
self, a student underwriter gr raduate of 
the technical training division. 

Forrest C. Hardin, Jr., promoted to 
supervisor of employe relations, is @ 
Navy veteran, and came to the company 
in 1947. He was transferred from the 
payroll audit department to the employe 
relations division earlier this year. 





W. L. Hadley, 1111 Putnam Avenue, Plain- 
field, N. J. 
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gages, or other securities are: None. 

Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for ‘whom such 
trustee is acting; also the statements in the two 
paragraphs show the affiant’s full knowledge and 
belief as to the circumstances and conditions un- 
der which stockholders and security holders who 
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date shown above was 3,596. (This information 
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Sworn to and subscribed before me this 26th 
day of September, 1951: 
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Commission expires March 30, 1952. 


(Seal) Fred T. Volkwein. 
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